| . 


San Reamateee Salon Show— 


the first of its kind in the U. 


Published Weekly at 
2666 Penobscot Bldg. 


One of the principal features of the San Francisco International Auto Show was 
this salon show in the main arena of the Cow Palace. Included in the show was one 
c@r from each domestic and ee make on exhibit. The salon show was said to be 
. (See story on Page 6.) 


Chevrolet Hits Output Peak 


But Ford, Plymouth Lag 


By Martin L. Whitmyer 
/ Staff Writer 

- RECORD-BREAKING upsurge 
in auto assemblies at Chevrolet 
week failed to offset below 
lormal operations at Ford division 
and Plymouth. U. S. car output, 
@omsequently, fell short of the 


gene 1957 high level. 


: 
145,137 cars rolled from 
lines iat last week represented 
boost from the 
eis 114,795 assem- 
t were 13.4 percent below 
t corresponding week a year 
makers rolled 167,- 
cars from the assembly lines. 
week’s output also was 6,- 
shy of the 151,346 units 
out during the week 
+ Nov. 23, which was high 
the year. 
week’s car output was 117.6 
cent of Automotive News’ three- 
index, as compared with the 
percent compiled on the pre- 
; week’s 114,795. Hampering 
put the previous week was the 
nksgiving holiday. 
> ee «Oe 
GHLIGHT of last week’s op- 
erations was the assembly of 


Top Cars 


New-car registrations for 10 


7 Pos. Make 1956 Pos. 


one 


rirrTr 


117,472— 9 
93,467—10 
85,614—11 
59,935—13 
66,168—12 
36,380—14 

7,768—18 


5,826—19 
21,941—16 
26,749—15 
10,350—17 

618 ContT 1,331—20 
160,446 Misc. 16,020 
Total All Makes 
5,064,990 5,037,239 
| Further details on Page 22 
—Copyright, 1957 


Lincoln 
Imperial 
Edsel 
Met. 
Nash 
Packard 
Hudson 


53,205 
29,913 
28,523 
15,873 
10,187 
8,748 
4,781 
4,299 


TR rTTT 


an estimated 45,400 cars by Chev- 
rolet, a new alltime high in weekly 
car output by that General Motors 
division. The former high of 44,795 
assemblies in one week was set 
during the week ended Nov. 23. 


Chevrolet’s combined car and 
truck assemblies last week total- 


(Continued on Page 26, Col. 1) 


H ufstader Asks 
Progress Over 


‘Buffet’ Selling 


SALT LAKE CITY.— Effective 
selling is the principal problem 
facing the automobile industry, 
William F. Hufstader, General 
Motors distribution vice-president, 
told the convention of the Utah 
automobile Dealers Assn. 


“Up to now,” he said, “we have 
engaged too much in what I call 
‘buffet’ salesmanship, the kind that 
requires the customer to come and 
sell to himself. 
We haven’t taken 
the time to go out 
and do a real sell- 
ing job.” 

The _ industry, 
he said, has not 
made full adjust- 
ment to the 
change in 1953 
from a “seller’s” 
to a “buyer’s” 
market. 

As a result, he 
declared, “we have operated on a 
short-order, you-come-and-get-it, 
quick-lunch counter basis when 
actually what we have had to offer 
have been all the handsome in- 
gredients of a banquet.” 

Hufstader noted that a year 
and one-half ago when Harlow 
H. Curtice announced the cor- 
poration’s quality-dealer program, 
the GM president said “what a 
refreshing thing it would be if 
we alPundertook to sell our won- 
derful products strictly on their 
merit.” 

“Today,” Hufstader said, “I can 
still say ‘what a refreshing thing 
it would be.’” 

The industry must get on with 
the job of basic. selling, he said, 
“with salesmanship of a changed 
character that will redound to the 
everlasting credit of our industry.” 


W. F. Hufstader 
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Dealer Profit Drops Off 


To L.5 Pet. for 9 Months; 
‘ol Likely to Exceed ’56 


By Robert M. Lienert 
Associate Editor 
ape dealers’ operating pro- 

fit before taxes was pared back 
to 1.5 percent in the first nine 
months of 1957, according to 
NADA’s quarterly Business Man- 
agement Survey made public last 
week. 

The profit figure had been 1.7 
percent at the end of the first six 
months of this year, although it 
had been only 1.4 percent at the 


end of the first quarter, according | 


to NADA figures. 


“Small as they have been, dealer) 


profits held remarkably steady in 


the first nine months,” NADA com- | 


mented. 
* * o 

A YEAR ago, profit stood at a 

flat one percent at the end of 

six months and rose.slightly to 1.1 


percent at the end of nine months. | 
An increase during the third quar-| 


ter is not considered normal, how- 


ever. 
In 1955 for example, the first- 


half profit figure was 3.1 percent, | 


while the nine-month figure was 
2.6 percent. 
The situation in 1954 parallels this 


year’s. In 1954, profits dropped from | 


1.9 percent at the end of six months 
to 1.7 percent at the end of nine 
months. 

From the end of June to the end 
of September this year, NADA said, 
average washout gross (less all 
credits for finance income) from 
the éombined sales of new and used 
units dropped from $423 to $411. 

* = * 
c= absorption, the ratio of wash- 
out gross less selling expense to 
remaining overhead, dropped from 
51.7 percent to 47.9 percent, NADA 
added. 

“Such a decline in these impor- 
tant indicators,” thé association 
said, “was not too severe in the 
light of past experiences, and 


considering that in this period | 


bettering the general profit average 
of 0.8 percent in 1956.” 


* * * 


ferme increase in 1957 profit over 
last year for the first nine 
months came about entirely through 
a boost in gross profit for all de- 


partments, since total expense was | 


identical in the two years. Selling 
expense was cut slightly this year, 
but the reduction was exactly 
matched by an increase in operating 
expense. 

Gross profit this year was 14.7 
percent, compared with 14.3 per- 
cent in 1956. Selling expense was 

| shaved from 3.8 percent to 3.7 per- 

cent, but operating expense crept 

upward from 94 to 9.5 percent. 

| Thus, total expense stood at 13.2 
percent for both years’ nine- 
month periods. 

Dealers this year had a greater 

> > > 


amount of dollar volume per new 
unit retailed. Total sales amounted 
to $4,956 on a per-unit basis for the 
1957 period, compared with $4,887 
last year. 

Gross profit translated to dollars 
totalled $729 per new unit retailed 
this year, compared with $700 in the 
1956 period. 

Per-unit selling expense was $186 
in 1957 and $187 in 1956, while op- 
erating expense was $470 this year 
and $457 last year. 

Total expense per new unit re- 
tailed this year was $656, compased 
with $644 a year ago. 

Operating profit per unit this 
year averaged $73; it was $56 in the 
first three quarters of 1956. 

7 * > 


N ADDITION to compiling the 
above figures on an average basis 
for the entire industry, NADA 


(Continued on Page 8, Col. 1) 
. . *. 


| Average Dealer Operating Profits 


(As percentage of sales and before taxes) 


1957 


14% «(7 hsm 


1956 


1.1% 
° 
Months 


1.0% 


0.8% 
3 6 
Months Months 


Buyers Regain Interest... 


new-unit inventories were reduced | 


from 16.8 to 13.5 per dealer. 

“On the other hand,” NADA con- 
tinued, “when these figures were 
reported, the cleanup was far from | 
finished. New-unit stocks, mostly | 
’57 models, were still much higher 
at the end of September than in 
any previous year since NADA has 
followed them, and some 90 percent 
higher than at the same time last 


In looking ahead to the fourth 
quarter, NADA said, “Considering 
the higher price tags on new models 
and the stimulation provided by 
factory bonuses, dealers generally 
seemed hopeful that liquidation 
might be completed without too 
drastic a cut in gross. If so, pros- 


pects seemed. brighter for at least | 


| THERE were reports last week 


be recapturing some of the lusty 
good health it had enjoyed this year 
prior to introduction of ’58 models. 
Prices still show signs of weak- 
ness, but buyer interest reportedly 
is rebounding at both wholesale 
and retail levels. 

The used-car market, which had 
been soaring at record and near- 
record levels most of this year, was 
affected more drastically than us- 
ual when the new models came on 
the scene, 

+. ” 7 


Revcrancs to buy on the part 
of new-car prospects apparently 
rubbed off on the used-car market. 





Inside Automotive News 


New weekly feature: 
Index, Page 2. 


Automotive News Economic 


Battery life lengthened. Turnings, Page 9. 
Dealer Ad [deas, Page 12. 

Nine-month dealer profits tables, Page 8. 
Market Reports, Page 18. ' 


New-car truck registrations 


and new-car prices, Page 22. 


Used-car auctions, Page 14 (Detroit, Page 6). 


‘Vehicle production 


by makes, Page 26. 


Used-Car Recovery Seen 


In many localities, used-car activity 


that the used-car market may/| slowed to a virtual standstill. 


Now, however, there are signs 
of stirring interest in the used-car 
market. Observers believe that the 
considerable price cuts absorbed 
by the used units in recent weeks 
may be pumping life into~ the 
market. As the situation settles 
down, they believe that prices 
and sales will strengthen. 

Wholesale operators report sev- 
eral hopeful signs: One dealer, not- 
ing that auction sales ratios are 
rising, said he feels this may mean 
that buyers and sellers are getting 
together on prices—that sellers are 
reconciled to taking their losses and 
getting trading going again. 

Another, however, said that whole- 
sale buyers are in a “buying” mood, 
but that consignors are reluctant. 

* : . 

Cr APPEARS that the heavy trad- 

ing in the wholesale markets is 
in the “bread-and-butter” bracket— 
clean '52s, '53s and '54s. Sharp cars 
of this era are invaribly snapped 
up when they appear in the auction 
ring. 

Used-car operators hope that 
new-car sales will show an up- 
swing soon. This, they say, will 

(Continued on Page 4, Col. 4) 
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Mic’ cading Promotions Held Boomerang . 


Call Sounded for Ethical Ads 


By John k&. Teahen Jr. 
Staff Writer 
RINCIPLE as well as profit is 
the goal of the Chevrolet 
Dealers Assn. of Philadelphia as 
the 1958 selling season gets under- 
way. Association members have 
agreed to adhere to the NADA 
ethical advertising code and have 
urged other retailers to join them. 

“We believe that a policy of 
clean and accurate advertising 
will help restore to the industry, 
and to the dealer group in par- 
ticular, the public confidence 
which is a must in any retail 
business,” wrote R, T. Flohr, 
Flohr Chevrolet, Inc, Flohr is 
president of the Chevrolet as- 
sociation. 

He noted that blitz advertising 
“has been instrumental in the de- 
gradation of the dealer group in 
the minds of the public.” 

“Unethical practices,” he con- 
tinued, “have plagued the dealer 
group as a whole and have boom- 
eranged, to a large extent on the 
greatest offenders . .. We hope all 
dealers will cooperate in this move- 
ment which we hope will start us 
on the road to better merchandis- 


ing practices.” 
> 


LSEWHERE it in dealer advertis- 
ing, the offerings have begun 
to assume a holiday tinge. Lex 
Mayers Chevrolet, Columbus, O., 
gave visitors a Thanksgiving treat 
—pumpkin pie and coffee for all. 
A “Christmas Bonus Sale” is in 
progress at Lafayette Motor Co., 
Inc. (Dodge-Plymouth), Lafayette, 
La. 

The company advertised 40 new 
58s at “savings up to $800,” and 
said: “This is a factory-approved 
sale with the personal planning 
of Lafayette Motor Co. and the 
Dodge factory.” 

Howard Hively (Edsel-Lincoln), 
Cincinnati, announced a Christmas 
used-car sale and said it would give 
$200 cash or apply it to the pur- 
chase of any used car over $500. 

In Mansfield, O., A. B. Grafton 
(Edsel) teamed up with the mer- 
chants of the West Park Shopping 
Center to offer a new car to be 
presented at a Christmas Eve 
drawing. Contestants can register 
at any of the 23 participating 
stores. 


> > > 
ves was “get acquainted 
month” at Ryan Ford, Inc., 
which has succeeded Barron Motor 


U.S. Charges VW, | 
. * 
14 Distributors 
> > . . 
With Price Fixing 

WASHINGTON. — The Govern- 
ment last week charged Volks- 
wagen of America, Inc., and its 14) 
U.S. distributors with illegally fix- 
ing prices. A civil antitrust suit ask- 
ing for injunctive relief from the 
practices was filed in U.S. District 
Court in Trenton, N. J. 

The Government charged that) 
Volkswagen of America and its dis- 
tributors violated the antitrust laws 
by fixing wholesale and retail prices 
and dividing up sales territories. 
The complaint also alleged that VW 
distributors and dealers illegally 
agreed not to handle other cars and 
parts. 

The complaint said U.S. retail 
sales of new Volkswagens totalled 
more than $75 million last year. It 
added that total sales of foreign 
cars in the country amounted to 
$175 million in 1956. 

Named as co-conspirators, but not 
as defendants, in the suit were: 
John Barry Distributors, Inc., St. 
Louis; Brundage Motors, Inc., Jack- 
sonville, Fla.; Capitol Car Distribu- 
tors, Ltd., Washington; Competition 
Motors Distributors, Inc., Holly- 
wood, Calif.; Hansen McPhee Engi- 
neering Co., Inc., Bedford, Mass., 
and Import Motors, Ltd. Grand 
Rapids, Mich. 

Also, Import Motors of Chicago, 
Ine.; Inter-Continental Motors 
Corp., San Antonio; International 
Auto Sales & Service, Inc. New 
Orleans; Reynold C. Johnson Co., 
San Francisco; Midwestern VW 
Corp. Columbus, O.; Riviera 
Motors, Inc., Portland, Ore.; Volks- 
wagen Washington, Inc., Seattle, 
and World-Wide Automobile Corp., 
Long Island City, N. Y. 





in Hattiesburg, Miss. 


Ryan|a similar theme. It declared, 


“We 


anes of 82 new cars at “tremen-| don’t believe in making you wait to 


dous discounts—profit no object— 
we're getting acquainted.” 

“Goodwill days” were pro- 
claimed at Howard Thombs 
Plymouth Center and Warren L. 
Thombs Motor Co. Ine. 
(Chrysler-Imperial), Warren, O. 
The promotion marked the open- 
ing of the firms’ body shop and 
“exclusive new-car service 
center.” 

In St. Louis, Ray Rixman, Inc. 
(Dodge-Plymouth), staged “Opera- 
tion 96,” a car-an-hour marathon. 
A Dodge Coronet two-door sedan 
was advertised at $1,996. The model 
bears a suggested price of $2,449 
including Federal tax and dealer 
handling. 

Joe Schwab Plymouth, Ballard, 
Wash., hurled a “Total-$-Deal 
Challenge to all Plymouth owners, 
any year, any model.” Schwab 
promised “no price packs— no 
finance packs—correct factory 
price.” 

* = * 
THE finance side, Ted Gentry 
Chevrolet, Selma, Ala. had a 
plan to fit every customer. Gentry 
advertised: “GMAC plan—farmer’s 
plan — school-teacher’s plan — 
service-personnel financing.” 

Louisville Motors (Ford), Louis- 
ville, advertised terms of $7.50 a 
week for a '58 Custom 300 two- 
door. The figure was for 52 weeks 
with the buyer then resuming 


“Louisville Motors’ low monthly | 


payments, interest included.” 

A downpayment of $89 was ad- 
vertised by Gandolf Ford Sales, 
Columbus, O., while Bexley Mer- 
cury, in the same city, said it had 
dropped the “price bomb of ‘'58.” 
Bexley mentioned allowances rang- 


ling from $1,000 for '49 models to) 
| $3,200 for '57s, “depending on make 


and condition.” 

In Milwaukee, Lou Ehlers con- 
fided, “We're very close to becom- 
ing the largest Buick dealer in the 
nation, but we have only 'til Dec. 
31 to gain the necessary sales 


volume. 
> > > 


OEDEKER-VERNER MOTORS 
(Dodge-Plymouth), Dallas, used 


Auto-Pricing Inquiry 
Postponed Until Jan. 28 


WASHINGTON. — The Senate 
Antitrust subcommittee last week 
postponed until Jan. 28 its hear- 
ings into automobile pricing in 


relation to the problem of holding | 


the wage-price line in the auto 
industry. 

The inquiry had been scheduled 
for Dec. 17, with union and man- 
ufacturing officials invited to ap- 
pear. The subcommittee, headed 
by Senator Estes Kefauver, Ten- 
nessee Democrat, is looking into 
so-called “administered-price” in- 
dustries. 








| 


get a good deal on a new 1958 
car.” 


In tell-all fashion, the company 
chanted: “B-V busts the new-car 
market wide open. (Other dealers 
won't like us for this!) 

“Most dealers try to make large 
profits in the early months of a 
new-car year,” the ad continued, 
“but we feel an obligation to 
early buyers. 

“We think they deserve our best 
—our rock-bottom price—the big- 
gest overallowance—the easiest 
terms—in fact, every advantage we 
can possibly make now or later. 
That’s exactly what B-V will do 
today. Come, let us show you how 
much more you save at B-V.” 


Pitts Leads NIADA— 


C. E. Pitts, left, Montgomery, Ala., newly 
elected president of the National Inde- 
pendent Automobile Dealers Assn., is 
congratulated by the retiring president, 
Irv Rubin, Cleveland, at the association's 
convention in Washington. 


Automotive News Launches 


Weekly Economic Index 


By Kenneth C. Kelley Jr. 
Staff Writer 


A MORE complete report on 
business statistics and the state 
of the American economy begins 
in this issue of AuTomotive News. 

Key statistics will be presented 
each week in a chart designed 
to show at a glance just how 
the business world is doing. In 
addition, a weekly story will 
interpret changes in the chart 
and tie together other news on 
the economy. 

Auto and truck production for 
the most recent week and car and 
truck registrations for the year to 
date will head the chart. These 
and other totals in the chart will 
be compared with the appropriate 
figures in the past. 

7 > 
HE chart will include latest in- 
formation on steel and lumber 
production—the two basic materials 
in almost everything built. These 
figures reflect the amount of ma- 
terials business is receiving for the 
products of the present and the 
near future. 

Paperboard production — another 
key indicator of the expected busi- 
ness trend in the near future—will 
be recorded each week. The amount 


|of paperboard that business gets 


for boxes today will carry a wide 
range of products into trade next 
week and next month. 

Falling paperboard production 
is generally looked on as a sign 
that a cross section of business- 
men feel that sales will be off in 
the near future and they won’t 
need as many boxes to pack their 
products as they did in the past. 
The production of the nation’s 


| three major sources of power—soft 


coal, electricity and petroleum—will 
be included in the weekly chart. 
The petroleum figure will report 


the amount of gasoline, fuel oils 
* 7. . 


Business Barometer 


Automotive News Economic Index — 


96.0 Percent of Last Week 
97.3 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—Year to date 

Truck Registrations—Year to date 

Steel Production—tTons 

Lumber Production—Board Feet. . 

Paperboard Production—tons 

Soft Coal Output—tons 

Oil Refinery Output—tBorrels .... 

Electric Output—Kilowatt hours .. 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Price Index 

U.S. Government Spending 
—Fiscal year to date 


Percent of 
Percent of Like Week 
Last Week Last Year 


75.6 71.8 
73.3 68.7 
100.6 

96.1 

74.0 

110.3 

106.7 

102.8 

94.4 

106.1 

98.9 

104.0 


702,585 
1,846,000 
225,174,000 
269,285 
9,320,000 
48,021,000 
12,136,000,000 
372,667 

155 

309.1 


$34,236,216,000 


Commercial and Industrial Loans $31,353,000,000 


Savings Deposits 
Used Car Prices—Average 
Business Failures 


$23,721,000,000 


235 


and kerosene turned out by refiner- 
ies each week. 
+ * * 


— three figures show not 
only what three major indus- 
tries are doing but also, in a 
general way, indicate how much 
power all other industries are 
buying. 

The amount that the U. S. Gov- 
ernment has spent for the fiscal 
year to date will be reported each 
week and compared with the total 
for the last fiscal year. 


Another item on the chart is 
labeled “Barometer” freight-car 
loadings. The “Barometer” freight 
cars are those loaded with miscel- 
laneous freight and less than car- 
load lots of freight. 


While a total of all freight-car 
loadings is available each week, 
this statistic overlaps a number 
of others. For instance, the coal 
mined last week is often the coal 
which is shipped by freight car 
this week. 


The miscellaneous and less-than- 
car-load freight is a measure of the 
products from the host of smaller 
industries which are on their way 
to market. 


In addition, this figure is an 
excellent indication of the small 
shipments (less than car-load lots) 
which are on their way to retailers. 

= a = 


WO statistics will be taken from 

the Federal Reserve Board’s 
weekly report on the condition of 
member banks in major cities. 
These will be the totals of com- 
mercial and industrial loans and 
savings deposits. 

The loan figure gives another 
clue of what a wide cross section 
of businessmen think about 
future sales prospects. It indicates 
how much is being borrowed to 
finance production and expansion. 

The savings total indicates how 
well personal savings is keeping in 
step with use of these funds by 
business and industry. While 
savings do not have to equal loans 
(loans can be granted on the basis 
of a bank’s checking account 
balances), a shortage of savings 
will cut capital investment and an 
excessively high rate of savings 
frequently means that consumers 
have cut their spending. 

While there are figures on the 
loans and savings deposits for all 
banks, rather than the banks in 
major cities, these totals are not 
available on a weekly basis. Banks 
in major cities do the lion’s share 
of the nation’s banking business 
and show the trend for the whole 
nation. 

The weekly index of sales in 
department stores is a part of 
the chart, a concrete reflection 
of sales at the retail level. 

Another index measures the shifts 

in. stock prices. Movements of the 
stock market have long been re- 
garded as a barometer of what 
investors, large and small, think 
about the state of the economy. 

* *x * 

HE final two items on the chart 

report average used-car prices 

and business failures. The used-car 
prices are generally regarded as 
(Continued on Page 28, Col, 1) 





Auto Factories 
Cite Sales Gains 


November Period 
Covered in Reports 


DETROIT.—Sales increases were 
reported last week by four new-cat 
manufacturers, Their reporty 
follow: 


t 


Rambler 


Following establishment of a ney 
annual record, Rambler sales com 
tinued on the upswing in th 
second 10-day period of November 
according to American Motors, 

Deliveries of 3,537 Ramblers ig 
the period amounted to a 67.7 pen 
cent increase‘over the comparable 
period of 1956 and a 33.3 percent 
gain over sales in the second 19 
days of October, AMC said. 

Rambler sales so far this yeag 
total 84,014 units, compared with 
73,807 in the entire 12 months af 
1955, the previous record year, AM@ 
said. 

* 


* * 


Lincoln-Continental 
Continental and Lincoln sales ig 
the first 20 days of November were 
the second highest of any similar 
period in Lincoln history, accordé 
ing to Joseph E. Bayne, Lincoln and 
Mercury general sales manager. 
Retail deliveries to customers 
totalled 2,481 units for the Novem- 
ber 1-20 period, Bayne said, an in- 
crease of 23 percent over a year 
ago. The record for the period was 
set in 1948, when 2,835 units were 
sold. 
* 


* * 


Pontiac 

Pontiac, which offers bucket-type 
seats as a standard production 
option, reports a rising demand for 
its two family sports-type cars, the 
Bonneville sport coupe and the 
Bonneville convertible. 

S. E. Knudsen, general manager, 
said customers orders for bucket- 
seat-equipped Bonnevilles are run- 
ning ahead of production schedules. 
This seating arrangement answers 
the customer’s desire for that 
“something different” in a family 
car, he said. The seats are trimmed 
in genuine, hand-buffed leather. 

* 7 - 


Studebaker 

Earl L. Platt jr., Studebaker- 
Packard zone sales manager in Cin- 
cinnati, announced that Studebaker 
sales in the Cincinnati zone from 
July through October exceeded com- ' 
parable months of 1956 by as much 
as 47.6 percent. 

He said October sales were up 
45.7 percent over October, 1956. In- 
troduction of the Scotsman series 
is largely responsible for this in- 
crease, he added. 


Chrysler Denies 
Early Action 
On Import Car 


DETROIT. — Chrysler Corp., the 
only U. S. car maker without some 
kind of a tie-up with an import, 
“has no immediate plans to pre 
duce a small car here or import 
one,” a corporation spokesman said 
last week. 

He said that Chrysler Corp. will 
continue for another six or 12 
months detailed studies of interna- 
tional auto marketing and of op 
erations of foreign manufacturers. 

These studies, he said, have been 
going on for a year and have been 
mainly concerned with the “nature 
and volume” of an automobile 
which could be sold in world 
markets. 

Primary basis of the studies, he 
said, is not so much to determine 
whether Chrysler Corp. should sell 
a small car in the U. S. as to 
whether they should sell “some 
kind” of car in the world market | 

Chrysler Corp., he said, antici« 
pates that within a few years the 
auto market outside the U. S. will 
amount to seven million units an- 4 
nually. 

“Naturally,” he said, 
a piece of that.” 


~ 


“we'd like” 
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‘T AS it ever occurred to you,” 
asks a veteran auto industry 
observer, “what would happen if all | 
of us, or even 50 percent of us,| 
drove our cars another year?” 

That, of course, is one of the 
recurring nightmares of the busi- 
ness—one that those outside the 
industry fail to understand. 

Through the years all of us have 
come to assume that the auto is 
essential to our way of life. And so 
it is, but in an involved sort of way. 

It goes something like this: Sure 
the new cars are essential, but not 
to the people who buy them. 

+ * 


Can Afford to Hide 


N VIEW of the fact that in the 

dozen postwar years the auto 
industry has poured some 62 million 
new cars into our passenger car 
fleet, we wish loose lips in high 
places would lay off the scare 
propaganda. New-car buyers can 
afford to go into hiding now. 

In the propaganda battle 
against inflation, it appeared that 
many in high government places 


NADA to Launch 
New Study Today 
4 . * oe 

On ‘Responsibility’ 

WASHINGTON.—NADA’s special 
consulting committee meets here 
today (Dec. 9) for preliminary ex- 
ploration of possible new “service 
responsibility” programs. Presiding 
will be NADA President Frederick 
M. Sutter. 

It is the group’s first meeting 
since the special board of directors 


session in early October. The com- 
mittee was set up to advise Fred- 





Territory protection—once a 
“sacred cow.” See story on Page 4. 





erick J. Bell, NADA executive vice- 
president, in finding solutions to 
industry problems after the Justice 
Department turned thumbs down 
on two proposed “service responsi- 
bility” plans. 

The group’s discussions are ex- 
pected to include other problems 
besides cross-selling. In announcing 
formation of the committee in Oc- 
tober, the board listed bootlegging 
and misleading and unethical adver- 
tising as among the “flagrant prac- 
tices” that need to be combatted. 

The special committee consists of 
the officers and chairmen of the 
National Affairs, Industry Rela- 
tions, Policy and Planning, Public 
Relations and Membership commit- 
tees. The body also includes H. 
Mead Norton, NADA’s Oklahoma 
director who fathered ADSA. 

Norton, before leaving Oklahoma 
City for the NADA meeting, voiced 
confidence that a positive service- 
responsibility program would result. 

Norton and other trustees of 
ADSA conferred last week with 
Senator Mike Monroney, Oklahoma 
Democrat, who was told of an 
ADSA spot survey showing that 
cross-selling had increased on 1958 
models. 

ADSA Manager Bert Horner said 
Norton had received “several hun- 
dred” letters from franchised deal- 
ers asking that ADSA continue its 
campaign for a territory sales 
bonus. 
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Washington Column 





Ga . Dealer Forum 


by Robert M. Finlay 





overlooked the danger of hurting 
such businesses as those depend- 
ent on public confidence. 

The majority of those who buy 
new cars each year do not do so 
because their present cars are a 
jump ahead of the grave yard. 
Those who own such relics don’t 
buy new cars; they move up to 
better used cars. 

So when we have a situation in 
which the stock market is acting 
jittery and high government offi- 
cials—like the President, for 
instance—are urging people to 
postpone unnecessary purchases 
lest they add fuel to the inflation- 
ary flames, it is not surprising that 
car prospects are hard to find. 

” * * 


Would Hurt All 


mo 2. the inflation fighters 
didn’t mean new cars. It is 
difficult to conceive of responsible 
government leaders seeking to 
injure a business so important to 
so many millions of American 
workers. 

If you kick the new-car busi- 
ness into a tailspin, you kick 
the whole economy. 

It now appears that the inflation 
fighters realize they have won the 
battle against inflation. In fact, 
they may now be a bit concerned 
about deflation. 


Perhaps we'll even see some) 
efforts to rebuild public confidence. | 
aa . . 


Take It As Is 


Lae ee NADA Convention Lists 
Speakers, Service Aides 


to sell cars in the economic 
climate that exists today. We've got 
to take the prospects as we find 
them. 

It will help, in that regard, to 
avoid being sucked up into the 
propaganda of dispair. Gloomy 
dealers sell few automobiles. 

In fact, dealers may well inspire 
their sales forces to counteract 
the talk of business downtourn 
by a confident approach. 

How do prospects feel after talk- 
ing with members of your staff? 
There is a group of men who have 
a rule that they leave men better 
than they find them; that those 
with whom they talk should feel 
spirtually uplifted. 

This is certainly a time when 
auto men should spread confi- 
dence. 

Many of the prospects with 
whom they talk will not know why 
they are postponing an auto pur- 
chase. If you told them, they might 
deny it, for who wants to confess 
to a fear of the future? 

But most will react in a positive 
manner to those who approach 
them in a confident manner. We're 
not talking about silly optimism 
without foundation, but rather 
about those who maintain a con- 
fident outlook on life. 

And, as a whole, we think that 
the automotive offerings of 1958 
merit a confident outlook. The 
merchandise is good. 


Carolina Dealers 
Plan Course for 
Young Mechanics 


RALEIGH, N. C.—The North 
Carolina Automobile Dealers Assn. 
has announced plans for a Mechan- 
ics Apprenticeship and Journey- 
men’s Training Program which will 
begin next spring. 

The program will operate on a 
three-year basis of 2,000 hours in 
cooperation with local and state 
schools and automobile dealer 
groups. 

Upon completion of the program, 
the apprentice will be awarded a 
“Certificate of Completion” by the 
association. “Certificates of Experi- 
ence” will be presented to long-term 
mechanics engaged in the profes- 
sion prior to the apprenticeship 


program. 

The Mechanics Apprenticeship 
Committee, which will be in charge 
of the program, is headed by H. E. 
Stephenson, Durham. 
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Stick to Automobiles, 
Ohio Dealers Warned 


COLUMBUS, 0.—The Ohio 
Bureau of Motor Vehicles has 
reminded new-car dealers that 
they must confine their business 
exclusively to automobiles. 


The law, the bureau noted, 
rules out auto leasing, renting of 
office space to com- Staff Correspondent 
panies and the retailing of such MINNEAPOLIS. — (UTPS) — 
items as appliances and marine | Low-priced car dealers make a 
supplies. profit of 1:7 percent and dealers of 
medium and high-priced cars have 


By Donald M. Lyons 
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Rochester Dealers Plan '58 Show— 


Officers and directors of the Rochester Automobile Dealers Assn. are shown at a 
recent planning session in preparation for the Rochester International Auto Show to 
| be held at the War Memorial Auditorium, Feb. 1-8. Seated, from left, are William E. 
Cooke, president; Edward C. Schoen, secretary, and E. J. Horton, treasurer. Back row: 
B. Clark Buckman, W. G. Herpich, Edward J. Miller and John Dorschel. Missing from 
the picture are Andrew Piehler, vice-president, and F. A. Jones. The “International” 
motif was chosen because of the large amount of space to be devoted to foreign 








mokes. 





WASHINGTON.—Three more 
speakers have been listed by NADA 
for its 41st annual convention Jan. 
11-15 in Miami Beach. 

Arthur O. Dietz, president of 
Financial will address 


credit. 

Roland R. Postel and Edward A. 
Falasca, both of the Bureau of Ad- 
vertising, American Newspaper 
Publishers Assn., will tell dealers 
how to use advertising to build both 
reputation and sales volume. 

NADA also announced that all 
divisions of Ford Motor Co., Gen- 
eral Motors, Chrysler Corp., Ameri- 
ean Motors and Studebaker- 
Packard will participate in the 
Service Consultation Hall. 

The hall will be open daily during 
the convention and will consist of 
an executive lounge and consulta- 
tion quarters. Factory service offi- 
cials will be on hand to confer with 
dealers and their service personnel 
on service problems. 

American Motors will be repre- 
sented by F. H. Brodek, technical 
service manager, Milwaukee; J. 8S. 
Krider, parts and service promo- 
tion, Detroit; K. E. Kuehl, quality 
engineer, Kenosha; J. J. Layton, 
parts and service manager, At- 
lanta; J. R. Leonard, divisional 
parts and service manager, De- 
troit; H. S. Laman, parts and 
service representative, Atlanta; 
R. M. MacCulley, shows and ex- 
hibits manager, Detroit, and C. M. 
Tillinghast, parts and service 
manager, Detroit. 

Chrysler Corp. will be represented 
by L. M. Brucker, service develop- 
ment and training staff; P. J. 
Burke, Dodge service representa- 
tive, Miami; C. J. Cutler, Plymouth 
director of service; F. J. DeBrodi, 
Eastern zone manager for MoPar; 
H. E. Hall, DeSoto service repre- 
sentative; T. F. Henderson, Dodge 
service manager, Atlanta; C. W. 
Hofman, DeSoto service manager, 
Atlanta; R. F. Horan, Southern 
zone manager for MoPar, and R. E. 


Johnston, area service manager for |: 


Plymouth. 

Also J. J. Jordan Chrysler serv- 
ice manager, Atlanta; R. H. Kline, 
Dodge field manager; R. W. McAda, 
assistant wholesale sales manager 


for MoPar; C,. T. McClure, Chrysler 
director of service; J. H. Maxwell, 
Plymouth service manager, Atlanta; 
W. L. Miller, Dodge service man- 
ager, Charlotte; J. D. Morton, serv- 
ice development and training staff; 
E. J. O’Rourke, Chrysler service 
representative, Miami; W. M. 
Spencer, Dodge director of service; 
R. W. Utley, DeSoto director of 
service; S. J. Wall, wholesale sales 
manager for MoPar, and T. E. 
Waterfall, MoPar president. 

Ford Motor Co. will be repre- 
sented by G. E. Brown, assistant 
service manager of Ford division; 
Dan Cornilla, assistant service 
manager of Lincoln-Mercury; 
George W. Dixon, parts and serv- 
ice sales manager of Lincoln- 
Mercury; C. T. Doman, national 
service manager of Ford division; 
E. A. Erickson, parts and service 
operations manager, Lincoln- 
Mercury; H. N. Johnson, service 
manager of Edsel; E. D. Long- 
necker service manager of 


Lincoln-Mercury; C. L. Burleigh, 
(Continued on Page 30, Col. 1) 


On the House . . 


since they have 


and make of car 


the business of 





Wemhoft 





lis Dealers Survey Costs... 


Profit Placed at $47 
On Low-Priced Auto 


a profit of 1.9 percent before taxes, 
according to a survey made by the 
Minneapolis Automobile Dealers 
Assn. Percentages were based on 
dealer statements of costs involved 
in selling a car. 

The net profit is $47 on low- 
priced cars and $80 on medium- 
priced cars, according to the 
survey. 

Rudy Luther, president of the 
association, said the survey showed 
that the “break-even” point was 
13.7 percent of the actual cost. Net 
profit figures did not involve a 
tradein. 

A questionnaire sent to the 44 
franchised dealers here produced 
this sketch of the “typical” dealer. 
He is 51 years old, has been in the 
business 18 years and worked up 
through the ranks. 

He has a total investment of al- 
most $600,000, including building, 
parts, new and used cars and 
equipment. 

His total sales last year, includ- 
ing new and used cars, parts and 
service, averaged $3.5 million. 

On his payroll are an average of 
67 persons earning more than $300,- 
000 annually. 

A series of dealer meetings em- 
phasizing service has been sched- 
uled, Luther said. 

“The automobile dealer has per- 
formed only the first of two im- 
portant tasks when he sells a car,” 
Luther said. “His second and con- 
tinuing function is to provide the 
service that will keep the product 
rolling and the user happy.” 


Utah Chapters 
Elect Officers 


SALT LAKE CITY.—Several 
chapters of the Utah Automobile 
Dealers Assn. have held elections 
recently. Those elected were: 

Carbon County Chapter: Douglas 
McIntire (Ford), Price, president; 
Frank Harmon (DeSoto-Plymouth), 
Price, vice-president, and Vern 
Davis (Oldsmobile), Price, secre- 
tary. Southern Utah Chapter: 
Robert Bradshaw (Buick- 
Chevrolet), Cedar City, president, 
and Haymer Morris (Ford- 
Mercury), Cedar City, vice- 
president. 

South 89 Chapter: Calbert Bell 
(Dodge-Plymouth), Monroe, presi- 
dent, and William McKinlay (Chev- 
rolet), Richfield, vice-president. 
Juab-Sanpete Chapter: Mayhew 
Orton (Chevrolet), Nephi, president; 
Lloyd Nielson (Pontiac), Manti, 
vice-president, and Randel Johnson 
(Buick), Gunnison, secretary. 

Cache Valley Chapter: Ernie 
Hanson (Oldsmobile), Logan, presi- 
dent; Charles Bullen (Edsel) Logan, 
vice-president, and Wilford Baugh 
(Lincoln-Mercury), Logan, director. 





Public relations is an intangible thing, but oft- 
times it produces tangible results that can be 
detrimental. Dealers, of course, are no exception 


a notorious record of poor public 


relations. One of the worst p. r. boners pulled by 
dealers, in my opinion, is to be quoted, by name 


handled, in a consumer publication 


when sales are off. By publicly advising customers 
that his car is not selling well, a dealer not only 
harms his own sales prospects but likewise hurts 


his fellow dealers. 


I don’t mean that a dealer should be pollyanish 
and always report everything hunky-dory when 


it isn’t. The least he could do would be to ask the reporter if he 
could talk off the record and ask the reporter’s indulgence on trying 
to protect his business. Or a dealer can just refuse to answer the 
reporter’s questions; there’s no law against it. 

Dave Kelly, former NADA president, and Gay Hustad are celebrat- 
ing their 25th year as a Dodge dealer in Fargo, N.D. . . . Football 
notes: Howard (Cub) Buck, Buick dealer in Rock Island, Ill, has 
just been named to Wisconsin’s football Hall of Fame, having been 


an All-American tackle at W. U. 


in 1912. Fred Koster, Buick dealer 


in Louisville, saw his all-time Louisville U. scoring record of 124 


points in a single season, (set in 


the final Louisville game last week. 


1926) broken by Leonard Lyles in 


—Pere WemMuorr, Editor, 
Automotive News 
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Protected Territories a Prewar Byword 
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Once Sacred Cow, Now Maverick 


By Maynard M. Gordon 
News Editor 
AN a “sacred cow” be brought 
back to life? 

That, in essence, is the question 
facing franchised dealers who long 
for the return of protected terri- 
tories. 


Frustrated by opinions of the 
Department of Justice, pro- 
closed-territory dealers now are 
exploring avenues of approach to 
Congress. 

But the path of restoration is 
thorny. The auto manufacturers 
have raised numerous doubts, deal- 
ers themselves are sharply divided 
and the Justice Department’s 
“trust-busters” remain adamant. 


Back in the 1920s and 1930s, how- 
ever, territory protection was 
another breed of bovine altogether. 
It stood out as a privileged “sacred 
cow,” accepted by franchised deal- 
ers, conceded by nearly all auto 
companies, outlawed in part only 
by Texas—a sign qua non in the 
new-car retailing business. 


” * > 

A DODGE BROS. selling agree- 

ment issued in 1925, for ex- 
ample, sternly penalized the cross- 
seller by requiring him to fork over 
24 percent of the list price of the 
car to the “offended” dealer. An 
associate dealer involved in a cross- 
territory sale lost his entire dis- 
count on the car. 

The aggressive cross-selling 
dealer was branded with the fol- 
lowing language by the Dodge 
agreement: 

“A dealer who by soliciation of 
one form or another deliberately 
and intentionally invades the ter- 
ritory of another dealer for the 
purpose of getting business in 
that territory, and sells and de- 
livers a car in such dealer’s ter- 
ritory.” 

Dodge dealers, along with all 
others, were required in those days 
to pay infringement commissions 
to “offended” dealers even if pur- 
chasers came in voluntarily from 
other territories. The penalty was 

7% percent of the list price of the 
car if the new car left the Dodge 
dealer's zone in the first month 


| ] 





after delivery; 5 percent in the| 
second month, and 2% percent in| 
the third month. 

“Lack of knowledge on the part 
of the dealer originally selling the 
car of the intention of the pur- 
chaser to take the car outside his 
territory in no way minimizes the 
dealer’s responsibility,” the Dodge | 
franchise declared. 

= a | | 
TEXAS antitrust law barred 
restricted territories and so 
made it necessary to rewrite fran- 
chises for that state. Texas, though, 
approved payment of servicing 
commissions by “infringing” deal-| 
ers to “offended” dealers. 

Territory protection ranked near 
the top of dealer preferences 
through the 1930s. An NADA ques- 
tionnaire in October, 1938, asked 
dealers what franchise reforms and 





after the 1957 int 


sales policies they wanted the as- 
sociation to sponsor. The replies 
ranked the various issues as 
follows: 

1. Fewer and better dealers. 

2. Protected territory. 

3. New-car price maintenance. 

4. Used-car junking plan. 

5. Larger discounts to cover costs. 

6. Used-car allowance control by 
factories. 

. + > 
PROTECTION of inventories 

* and leases in case of cancel- 
lation. , 

8. Elimination of all coercion. 

9. Elimination of new-car boot- 
legging. 

10. Graduated discounts in ac- 
cordance with type of establish- 
ment. 

11, Reasonable cancellation 
notice. 

12. Discontinuance of factory 
retail branches and dealerships 
operated on factory money. 

13. Markup on freight. 

14. Factory-approved 
bureaus. 


appraisal 


* * + 


* count until end of year. 


RETENTION of some dis-| 





16. Elimination of capital loans | 


by finance companies. 
17. Protected territories for 
multiple-dealer areas. 


| territory-protection was a 


desired by dealers in the fall of 
1938, occupied a prominent position 
in an “equitable contract” proposed 
for factories and dealers by NADA 
in October, 1939. 

The NADA clause would have 
provided for service-responsibility 
payments of not less than 5 percent 
of a new vehicle’s list price to 
“infringed” dealers. A company 
fund for this purpose would have 
been amassed by levying a $10 
charge on each new vehicle sold 


to dealers. 


* > 


NLIKE the earlier selling agree- 
ments, “invading” of a neighbor 


dealer’s territory was not consid-| 


»| Good News for L-M Executives— 


First-hand reports on the nationwide demand for the 1958 Lincoln and Continental 
“that any member of the public is| Mork III cars which has resulted in a 68 percent increase in Continental production 
entitled to purchase a motor ve-| this month over November, were given Lincoln-Mercury sales executives at a twor 
part or accessory | day meeting in Detroit. Eleven newly appointed Lincoln merchandising managers from 
wheresoever he chooses, and it is| sales districts with the highest sales volume and potential both for Lincoln and Con 
also recognized that company’s|tinental, met with Robert R. Nadal, Lincoln marketing manager and his aides. From 
left around the U-shaped table are Bernard Ducey of Young & Rubicam; James © 
Callaghan, Lincoln marketing plans department; F. J. Mullen, Oakland, Calif.; N. Hy 
| Nylen, Washington; George Murray, Chicago; S. F. McFarlane, Detroit; J. W. Dimmock) 
| Philadelphia; J. C. Turnacliff, Lincoln sales promotion and training manager; Nadalj 
J. H. Barnes jr., Lincoln marketing plans manager; J. H. Walsh, Cleveland; A. & 
| Connors, Boston; H. Ash, Cincinnati; R. B. Henderson jr., Los Angeles; C. E. Hair, 


ered iniquitous, 
“It is recognized by both parties, 
said the NADA model agreement, 


hicle, chassis, 


dealer service should be available 
to purchaser near his residence.” 


The NADA Executive Committee, 


in a statement explaining its pro-| 
agreement, said) 


posed model 
“most 


complex problem” in multiple- 


| dealer cities. 


18. Elimination of retailing by| 


large distributors. 


|'Hillman Adds 4-Door; 


POE Price Is $1,699 


NEW YORK.—Rootes Motors, 
Inc., has added a four-door Special 
sedan to its Hillman Minx line. The 


Territory protection, so widely | 


ear is priced at $1,699 at coastal | 


ports of entry. 

The Hillman line also includes a 
four-door Deluxe sedan at $1,849, a 
convertible at $2,099, a two-door 
Husky station wagon at $1,535 and 
a four-door Minx station wagon at 
$2,299. 


NORFOLK, Va. 


manager, 
told the Norfolk 
Chamber of Com- 
merce last week. 
As an example 
of the nation’s 
economic vitality, 
he said that since 
the 1958 Fords 
w ere introduced, | 





43 4 
J. O. Wright 
roduction. 

The latest reported daily sales | 
figures, he said, show Ford dealers 
sold 85,222 cars in the first 18 sell- 





High-Speed Crash, but No Injury— 


A seating unit that reportedly protects the driver and passengers in auto crashes 
has been designed by Protect-O-Matic Corp., Buffalo. The company said it has made 
more than 200 crash tests with live subjects without an injury. Hydraulic pistons in 
the bumper activate underseat pistons which scoop the seat forward and up to let 
the occupants’ thighs absorb the shock. 


“A great deal of study has 
been made and is being made by 
manufacturers to develop some 
feasible plan for providing ex- 
clusive territory in metropolitan 
areas,” NADA said. 

“The problem would become 
much less acute if prices were 
maintained, for the metropolitan 
dealer does not fear the competi- 


tion of other dealers with similar! 
investments, but does fear the| 


price-cutting tactics of the dealer 
with a small overhead who is com- 
peting with him in the metropolitan 
area.” 

The admitted difficulty of fencing 
territories in big cities may have 
been the forerunner of the 1949 
opinion by the Department of 
(Continued on Page 26, Col, 4) 


“The nation can|ing days after the introduction of 
|} move into 1958 with the bounce of|the 1958 models, compared with 
| optimism in its step,” J. O. Wright, | 81,277 during the corresponding 
|Ford Division general 


period after the 1957 introduction. 

The 1957 models also started 
out at a fast pace and continued 
to sell at an industry-leading rate 
throughout the year, Wright 
added. The 1958 Fords were un- 
vailed Nov. 7, 1957, and the 1957 
Fords went on display Oct. 3, 
1956. 


to 1958 when car sales could ap- 
proximate the year just concluding.” 

Total consumer buying power is 
up one-half of one percent from 
where it was when the new cars 
were introduced a year ago, he 
added. 

Wright said that the Defense De- 
partment was scheduled to order 
some $20 billion worth of goods in 
the current fiscal year which began 
July 1, but in the first half of the 
year only $6.5 billion—or one-third 
of it—had been allocated. 

This means, he said, that the 
other two-thirds of the amount, 
$13.5 billion, remains to be allo- 
cated in the next half year. This is 
twice the rate experienced thus far 
this fiscal year. 


He also said that the antici- 





Redesigned Volkswagen 


Reportedly Considered 


NEW YORK.—A new design is 
under consideration by Volks- 
wagen, according to news dis- 
patches reaching here from 
Wolfsburg, Germany, home of 
vw. 

The Volkswagen was designed 
in the early ’30s and has remained 
basically unchanged since. Some 
reports from Europe say the new 
design embodies a lower, wider 
car, with improvements including 


a smaller turning radius and a | pension 'for flat cornering and dip-free 
braking. Its interior is finished in leather. 


synchronized first gear. 
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Buffalo, and J. L. Huriburt, New York. 


produce a new crop of tradeins— 
many of which should be in the 
popular °53-’54 bracket. 

Possible tradeins of ‘55s on the 
new cars have used-car men divided 
in their views. Some feel that since 
‘55 models were the most popular 
in history, they should move well 
in used-car trade. 

Others say that because of the 
heavy percentage of medium-priced 





Wright called 1957 a good year| 
Ford dealers have | for both the economy and the auto- 
sold 4,000 more/| mobile industry. He said automobile 
units than were/| Sales, including imports, will be 
sold during a cor- | about six million in 1957 and “we 
responding period|can look forward with optimism | 


58 Ford Sales Hailed as Good Omen for U.S. 


pated $2.5 billion increase in con- 
struction expenditures for 1958 
will offset the $2.5 billion de- 
crease in capital expenditures. 

In discussing management's role 
in the nation, Wright said manage- 
ment “faces the awesome challenge 


virile—economically sound and mili- 
tarily secure.” He added that “the 





efforts must add up to national 


” 


success... 


Management needs a clearly de- | 
| $48 to $641; ‘53s fell $41 to $400; 
|'55s were off $33 to $976; "5is de- 
them out but, he said, management | clined $25 to $191, and '52s dropped 
also needs “environmental aware- | $12 to $261. 


fined set of objectives and a proper, 
well-developed organization to carry 





|ness — a ready perceptiveness of 
the political, social and economic 
conditions in which it is necessary 
to operate, and an ability to adjust 
quickly to changing conditions and 
| changing requirements.” 





met 


The Chrysler 300D— 

The newest version of the Chrysler 
300D is being offered with optional fuel 
injection, aircraft-type bubble windshield, 
Auto-Pilot driver assist, and a 390- 
horsepower engine with 10 to one com- 
pression ratio. The sport-type car features 
a special high-rate torsion bar front sus- 


Exterior trim is held to a minimum. 


Buyers Regain Interest ... 
Used-Car Recovery Seen 


(Continued from Page 1) 


sum of our individual management | 
| Price crimp last week were "56s, 








cars in the '55 class, tradeins of 
that vintage may give them trouble. 


“If you want to sell a '55 to me,” 
said one used-car operator, “it had 
better be a Chevrolet, Ford or Plym- 
outh and not a Buick, Chrysler or 
Mercury.” 

Most used-car retailers, while 
tending to avoid medium-priced 
|units, say that in the high-priced 
field, Cadillac is still popular. 


> a > 


| T WHOLESALE auctions last 
| week, the price trend was em- 
phatically downward, according to 
| Automotive News’ index. The loss 
on ‘57s for example, was $88—the 
| most severe setback for that model 
|since the index of March 11. The 
| new average for 57s was pegged at 
$1,794. 


The index last week carried ‘58 


|models for the first time, with an 


average price of $2,781. When ‘57s 


of keeping our nation strong and | first appeared on the index, approxi- 


mately a year ago, their initial 


figure was $2,389. 


The only models to escape a 


which went up $13 to $1,320. 
In other changes, 54s went down 


All averages—except for '56s— 
represented new lows for the year. 


-Rospert M. Lienert 






Senator Urges 
U.S. to Produce 
More Small Cars 


WASHINGTON. — Senator Pres- 
cott S. Bush, Connecticut Repub- 
lican, has urged the U.S. auto in- 
dustry to turn out more small cars 
to meet the competition from 
abroad. 

Bush made the suggesticn_after 
returning from a tour of Europe. 
He said American cars are con- 
sidered a nuisance in Europe. 

He said the large U.S. cars are 
outmoding present garages and 
using up vital strategic materials 
while rising foreign-car sales 
threaten to cause unemployment in 
the auto industry here. 

Bush said that imports may 
reach one million cars in five years 
and bring demands for a tariff on 
foreign-cars, if U.S. producers do 
not swing to smaller cars. 

He called on stockholders of the 
U.S. car companies to insist on 
production of smaller cars as a 
matter of self interest. 
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IT’S TRUE WHAT THEY SAY ABOUT THE ’58 CHEVROLET! 


THE MOST AUTOMOBILE FOR 
THE MONEY YOU’VE EVER SEEN: 
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a month, millions have acclaimed it from coast to coast. Crowds are 
coming in to see and drive the new Chevrolet—and they're buying 
in record-breaking numbers! Here—from actual on-the-spot comments 


in the showroom—is a sample of what they’re saying. 








America’s really going overboard for this 58 Chevy! In a little over 
| 









Best designed rear styling Tastefully styled. Not overdone | 













5 of any car ever built It's a big, beautiful car 
= * Interiors are rich looking Most beautiful car | ever sow | 
= Looks like a great year for Chevrolet! Chevy's really got it this yeor! 
Best looking mass produced cor Styling’s terrific 
&4 ve @ver eoon You cant get o better looking cor 
Fi Smoother lines than any cor than thot of any price 
| Looks like a high-priced car That Impala has a real sports car 






steering wheel 
Nothing can beat Chevy's air ride for comfort | 






A lot of cor for the money 


Like the ride 









’ E 
HAVE YOU SEEN AND DRIVEN THE NEW CHEVROLET? WHEN YOU DO, YOU'LL AGRE 
THAT YOUR MONEY BUYS MORE WHEN YOU BUY A CHEVY. 


SEE YOUR LOCAL AUTHORIZED CHEVROLET DEALER agp 


~ 








THIS ADVERTISEMENT APPEARS IN METROPOLITAN NEWSPAPERS 
FROM COAST TO COAST. JUST READ IT AND YOU'LL SEE WHY THE 


FUTURE CONTINUES TO LOOK BRIGHT FOR CHEVROLET DEALERS! 


... Chevrolet Division of General Motors, Detroit 2, Michigan 
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Bombshell at Atlantic City .. . 





Idea of Wage Freeze 
Horrifies Unionists 


By Frank Gawronski 

Staff Writer 
—- J. GRAY, president of 
the AFL-CIO Building and 
Construction Trades Department, 
dropped a bombshell last week 
when he proposed a moratorium on 

wage increases in 1958. 

Although Gray’s suggestion was 
aimed primarily at 
building trade un- 
ions, it took the 
other 140 unions in 
the parent AFL-CIO 
by surprise. It also 

dealt a psychological blow to the 
aspirations of many union leaders 
to win pay boosts for millions of 
members next year. 

Gray, who made his suggestion 
at the department’s convention in 
Atlantic City, said he based his 
proposal on the basis that inflation 
rather than Russia’s scientific and 
military power is the foremost 
enemy of the nation today. 

The wage-freeze proposal got a 
frigid reception from shocked 
union leaders and drew a sharp 
rebuke from George Meany, 
AFL-CIO president. 

Addressing the same convention, 
Meany said Gray had taken the 
same position as the United States 

Chamber of Commerce and other 
management groups in claiming 
that inflation is the country’s top 
problem and that principal reason 
for inflation was wage increases 
forced on the public by unions. 

Meany argued rising wages are 
not the principal cause of inflation, 
and contended the country is cur- 
rently facing “an economic down- 
turn” rather than inflation. Every 
economic indicator points to this 
fall-off, he said. 

“There is no reason to conclude 
that a wage freeze would be of 


Better Prospects 


’ For Sale of °58s 


Noted by Doyle 


KANSAS CITY.— Although car 
sales are moving slowly now, a 
larger potential market will be 
tapped during the 1958 model year 
than last year, J. C. (Larry) Doyle, 
Edsel general sales manager, said 
here. 

He said a number of factors are 
now offering “psychological resist- 
ance to sales.” He mentioned worry 
about what the Russians might do, 
criticism of high government offi- 
cials and defense spending, the 
gyrations of the stock market and 
“even Sputnik II.” 

Doyle said that 300,000 persons 
paid off auto debts in the 12 months 
before the start of the 1957 model 
year but that number had tripled 
for the 1958 model year with 900,- 
000 paying off cars in the year just 
ended. 

Turning to his own product, he 
said that about 25,000 Edsels had 
been sold so far and said the total 
was only slightly below expecta- 
tions. He said a “vicious” cleanup 
of 1957 cars had cut into Edsel 
sales. 

“We started with a dealer or- 
ganization of only 1,200 and 46 per- 
cent of these dealers made money 
the first month they were in busi- 
ness, which is a record for any car 
dealer,” Doyle said. 


Studebaker Prices 
2 New Hardtops 


DETROIT. — Studebaker’s new 
two-door hardtops are priced at 
$2,493 in the Commander series and 
$2,695 for the President model. Both 
are V-8s. Prices include Federal tax 
and suggested dealer delivery-and- 
handling charges. 

The Packard Hawk, latest ad- 
dition to the company’s line of 
family-type sports cars, is tagged 
at $3,995. Automatic transmission 
and power brakes are standard 
equipment. 

Plymouth’s new four-door two- 
seat Deluxe station wagon is $2,- 
485.50 for a six-cylinder model and 
$2,593.25 for a V-8. 


advantage to anyone but the em- 
ployer,” Meany said. “It is the 
constant rise in real earnings of 
Wage earners that has sparked the 
prosperity we sometimes boast 
about.” 

Spokesmen for Walter P. 
Reuther’s UAW, which is building 
up pressure for a shorter work 
week and “substantial” wage in- 
creases in the ‘auto industry next 
year, declined to comment on 
Gray’s proposal. 

> * + 


EANWHILE, in answer to a 

question after a _ telephoned 
talk last week to the Economic 
Club of Detroit, Mitchell predicted 
1958 will be a stormier year for 
labor-management relations than 
this year has been. 

Mitchell noted more labor con- 
tracts will be terminating next 
year than this and there will be 
more contract reopenings to dis- 
cuss wages. 

“Coupled with economic pres- 
sures,” he said, “tougher bargaining 
may lead to a greater number of 
disputes and strikes. Management 
and labor can look for a tougher 
bargaining year. 

* . * 


ON THE dealer front, Teamsters 
Local 879 has issued a public 
proclamation of its interest in 
organizing car salesmen in Hamil- 
ton, Ont. 

The proclamation was in the 
form of a newspaper advertise- 
ment inviting interested new and 
used-car salesmen to write to the 
local for information. 

In promising to put its “full 
resources and support” behind a 
salesman’s organizational move, 
the union, however, made it clear, 
by using an advertisement, that it’s 
not going out to get members in 
this field. The salesmen must come 
to the union before it takes action. 

This is similar to the procedure 
used in Toronto, where Teamsters 
Local 930 got an organizing drive 
going among salesmen last summer. 

> t > 


OX THE factory front, agree- 
ments between Chrysler Corp. 
and UAW Local 51 ended a 12-day 
strike of 2,000 employes at the 
Plymouth engine plant in Detroit. 

The strike, which began Nov. 
18 in a dispute over production 
standards, idled an estimated 
16,000 employes in other Chrysler 
plants. Normal operations were 
reported last week at all plants. 
Meanwhile, American Motors an- 
nounced that 10 clergymen have 
accepted invitations to advise the 
corporation “on ethical aspects of 
the 1958 collective bargaining. 
Agreements between AMC and the 
UAW expire next June. 


Re 


aoc 





Dealers Race’ for Show Space— 


Discarding the routine drawing from a hat, Milwavkee dealers raced battery- 
powered toy cars for position in the Milwaukee Auto Show, Feb. 8-16. L. E. Siegel 
(Cadillac), left, and Don Rohn (Rambler) are shown in a runoff for first and second 
place, with Siegel the winner. The amused judge is Murel lL. Humphrey, show chair- 
man, Following allocation of space, Humphrey announced that more exhibit space 
has been sold this season than in any year since the event was reactivated in 1951. 


102,000 


Show Attendance 


Breaks St. Louis Record 


By John E. Walsh 
Staff Writer 

A RECORD 102,469 persons turned 

out at the 10-day auto show 
which closed in St. Louis Dec. 1. 
The previous high of 96,000 was 
recorded at the 1953 show, the first 
since World War II. 

In St. Paul, the first auto show 
in 22 years drew an attendance 
of 35,000, while the Portland 
(Ore.) turnout dropped from 82,- 
000 last year to 65,000 this year. 
The last show scheduled before 

the holidays will get under way 
Saturday in Miami’s Dinner Key 
Auditorium. The six-day show is 





Dealer Schleeter 
Honored by S-P 


HOUSTON.— W. V. Schleeter, 
one of the owners of Mosehart 
& Keller Automobile Co. 
(Studebaker-Packard and 
Mercedes-Benz), has been pre- 
sented with a 20-year pin by 
Sydney A. Skillman, S-P sales 
vice-president. 

Schleeter’s dealership has been 
in operation 51 years. In con- 
gratulating Schleeter on complet- 
ing 20 years with Studebaker and 
S-P, Skillman said: “This service 
pin symbolizes the high esteem in 
which the company holds this 
long association.” 





Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Dec. 4 


(Fast sale with 103 cars sold.) 

BUICK—’57 Special 2-dr., $1,875°. ’56 
RM Hardtop, $1,650° (ps); sedan, 
$1,450° (ps). '55 Super Hardtop, $1,- 
100* (ps), $1,005* (ps); Special Hard- 
top, 2 at $1,000°; Century sedan, 
$800. '54 Special Hardtop, $805°; 2- 
dr., $675°*. 

CADILLAC— 57 sedan de Ville, $3,600* 
(ps); Hardtop, $3,560° (ps), $3,490° 
(ps). °56 (62) sedan, 2 at $2,750° 
(ps). °52 sedan, $600*. 

CHEVROLET—’58 Impala Hardtop, $2,- 
730° (ps). ’57 Bel Air (8) Hardtop, 
$1,800*, $1,760°, $1,760; station wag- 
on, $1,675; 2-dr., $1,550, $1,500°; 
Two-ten 2-dr., $1,330. '56 Bel Air (8) 
Hardtop, $1,400*; sedan, $1,355, $1,- 
190, 2 at $1,100; Two-ten 2-dr., $880. 
'55 Bel Air station wagon, $1,220°; 
Hardtop, $1,035*; sedan, $845; Two- 
ten 2-dr., $840, $775, $750°; One- 
fifty 2-dr., $675. '54 Two-ten sedan, 
$470. '53 2-dr., $345. 

CHRYSLER—’57 Windsor sedan, §$2,- 
400* (ps). '55 Windsor sedan, $1,055* 
(ps). ’52 Windsor sedan, $225°*. 

DODGE—’56 Custom Royal sedan, $1,- 
250* (ps). 55 station wagon, $1,100*. 

FORD—’57 Fairlane (8) 500 Hardtop, 
$1,800*; sedan, $1,800*, $745; Custom 
300 2-dr., $1,350. '56 Fairlane (8) 


Hardtop, $1.420° (ps), $1,250*; 2-dr., 
$1,150; station wagon, $1,130; sedan, 
$1,100*; Custom sedan, $915. '55 sta- 
tion wagon, $1,290*° (ps); Custom 
2-dr., $680°, $675, $645; Main 2-dr., 
$600*. '54 station wagon, $725; Cus- 
tom 2-dr., $470, $355; Main 2-dr., 
$375. °53 conv., $365. 

LINCOLN—’'56 Premiere Hardtop, $2,- 
025° (ps); Capri Hardtop, $1,925*. 
MERCURY —- ’57 Montclair Hardtop, 
$2,100* (ps). °56 Montclair Hardtop, 
$1,275*; Custom Hardtop, $1,175*; 
station wagon, $1,030*. '55 Monterey 
2-dr., $1,025*, °54 Monterey 2-dr., 

$825*, $735. 

OLDSMOBILE—’'56 (98) Hardtop, $1,- 
800° (ps); (88) sedan, $1,325°. ’ 
(88) Super Hardtop, $1,410* 
2-dr., $1,150* (ps), $1,090° (ps). 
(88) sedan, $800*. °53 (98) sedan, 
$510* (ps). 

PACKARD—’53 Clipper 2-dr., $250*. 

PLYMOUTH — ’57 Belvedere Hardtop, 
$1,960*; Savoy station wagon, $1,- 
355*. °54 Savoy 2-dr., $480*, $430*, 
$290. ’°40 sedan, $165. 

PONTIAC—’57 Chieftain Hardtop, $1,- 
750°, $1,720*. '54 Chieftain Hardtop, 
$650; 2-dr., $535*. 53 Chieftain 2-dr., 
$470*, $330°. 

RAMBLER— 57 station wagon, $1,700*. 
"55 2-dr., $435. 

STUDEBAKER—’56 (6) coupe, $900*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 14, 15, 20, 21. 





sponsored by the Miami Automo- 
bile Dealers Assn. 
> 


> > 
OE of the highlights of the St. 

Louis show was the crowning 
of JoAnn McCrackin, 17, as queen 
—the first ever chosen for a show 
there. She also was princess of the 
Lincoln display. 

Miss McCrackin, selected by 
popular vote over 16 other girls, 
was awarded a 1958 Ford by Irvin 
J. Jordan, president of the 
Greater St. Louis Automotive 
Assn., which sponsored the event. 
Whitaker said plans already are 
being discussed for next year’s 
show, tentatively set for Nov. 26-30. 
He said at least four dealers re- 
ported sales of six cars each on the 
show floor. One foreign car dealer 
sold 16 cars, he added. 

In addition to the display of all 
domestic autos, there were 13 im- 
port exhibits and 60 displays of 
automotive parts and services. 

. * > 


Portland (Ore.) show, which 

closed Dec. 1. featured 18 do- 

mestic-auto exhibits, five truck and 
21 foreign-car displays. 

There also were more than 100 
commercial exhibits, plus antique 
cars, custom autos, racing cars, hot 
rods, mechanical kiddie rides and 
hydroplanes. 

One of the most spectacular 
special cars was the “Kopper 
Kart.” It is basically a 1956 Chev- 
rolet half-ton pickup. Grille and 
shell are made from sheet metal 
and interior upholstery is air 
foam. All flooring and inside bed 
are inlaid in copper rugs with 
white beading. 

The “truck of the future” also is 
equipped with TV and hi-fi record 
player. Thirty-five coats of lacquer 
containing melted copper were ap- 
plied to the body. 

+ = * 

HE salon show, in which each 

of the 45 U. S. and foreign-car 

exhibitors displayed one car, was 
ealled the greatest attraction at 
the 32nd annual San Francisco In- 
ternational Auto Show at the Cow 
Palace. 

The salon show was staged in the 
main arena, which covers an area 
larger than three football fields. 

A spokesman for the San Fran- 
cisco Motor Car Dealers Assn., 
which sponsored the show, said 
the attendance probably would 
set a record. The exposition closed 
yesterday (Dec. 8) and official 
figures were unavailable. 

It was the first time the show had 
been staged in the Cow Palace and 
it drew the largest number of ex- 
hibits in the city’s auto-show his- 
tory. There were 236 cars on dis- 
play. 

Special displays included antique 
cars, racing cars, trucks, buses, 
sports cars, motor scooters and 
battery-operated autos for children. 

A 1917 Stevens-Duryea entered by 

(Continued on Page 28, Col. 3) 








Flint Celebrates 
As Chevy Output 
Hits 38 Million 


FLINT.—Chevrolet General Man. 
ager E. N. Cole hailed his com. 
pany’s production of its 3% 
millionth motor vehicle Dec. 4 as 
“testimony of the fabulous produc. 
tive capacity which has helped vive 
this nation the highest standard 
of living ever enjoyed by man.” 

Cole spoke before 700 civic 





J. L. Conion 


E. N. Cole 


leaders, GM officials, press repre- 
sentatives and special guests at 
a civic luncheon saluting the pro- 
duction of Chevrolet’s 38-millionth 
vehicle. 

The affair was part of Flint’s 
year-long observance of the 50th 
anniversary of GM’s founding. 

Earlier, a group of press, civic 
and Chevrolet representatives 
watched the milestone car—a 
golden Impala coupe—roll off the 
line at the Flint assembly plant. 

Cole said Chevrolet’s production 
of 38 million vehicles is equivalent 
to well over 50 percent of the esti- | 
mated 67 million vehicles currently 
on the nation’s highways, and more 
than 60 percent of the 61 million 
cars produced by GM since its 
founding. 

Cole expressed confidence in the 
economic outlook, pointing out that 
basic economic indicators remain 
at “very high levels.” He said 
“there is no reason to believe that 
an economy with the strength and 
vitality of ours will not support a 
strong automobile market next 
year.” 

> = 


B-O-P Plant in Delaware 


Turns Out Millionth Car 

WILMINGTON, Del.—The Buick- 
Oldsmobile-Pontiac Assembly divi- 
sion plant here Dec. 4 produced its 
millionth car since starting opera- 
tions in 1947. 

A brief ceremony was held at 
the plant when the millionth car, a 
Buick, rolled off the assembly line. 
At the ceremony were James L. 
Conlon, general manager of the 
B-O-P Assembly division, and the 
zone managers of Buick, Oldsmo- 
bile and Pontiac in Philadephia 
and Washington. 

The plant supplies Buick, Olds- 
mobile and Pontiac automobiles to 
dealers in Pennsylvania, Delaware, 
Maryland, Virginia and Washing- 


Winds Up 


Ivey 


Chevrolet Career 


DETROIT.—E. W. Ivey, one of 
the top financial experts in the 
automobile industry, retired last 
week after 45 years with Chevrolet. 

He had been 
chief financial 
officer of Chevro- 
let and adminis- 
trative assistant 
to the general 
manager since 
April, 1947. 

In his long ca- 
reer with Chev- 

rolet, Ivey ac- 
. quired a keen in- 

‘ sight into trends 
E. W. Ivey in the automobile 
industry. He played a key role in 
Chevrolet’s introduction of the Bel 
Air line in 1953 in keeping with the 
public desire for more luxurious 
appointments. 

Ivey began his career in the 
automobile industry as a 
messenger-clerk at the Buick plant 
in Flint in 1910. He moved to 
Chevrolet as a draftsman two years 
later. He became a cost accountant 
in 1914 and a steady succession of 
financial-administrative posts fol- 
lowed. 


Bell on Bank Board 


MEMPHIS.—Tom C. Bell, secre- 
tary-treasurer of Union Chevrolet 
Co. here, has been elected a direc- 
tor of Memphis Bank & Trust Co. 
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Dealer Profit Drops Back to 142% 


(Continued from Page 1) 


broke down its findings according 
to four volume groups, based on the 
number of retail deliveries for the 


preceding year. 


Group I consists of dealerships 


period was the 1.6 percent scored 
by Group I dealers. It was 1.5 
percent for Group II, 1.2 percent 
for Group III and 1.1 percent for 
Group IV. 

Group IV dealers, the volume op- 


retailing one to 149 units; Group II, | erators, held per-unit cost to the 
150 to 399 units; Group III, 400 to 
749 units, and Group IV, 750 units | 
and more. 

Best profits for the nine-month | 





In November... 
DN OO Can 


lowest figure—$513, It was $714 for 
Group I, $655 for Group II and $623 


| for Group III. 


The average dealer’s total expense 


Rootes Names 37 Dealers 


NEW YORK.—The English 
Rootes Group reported that it 
named an additional 37 dealers in 


the U.S. in November. They are: 

Capitol Motor Co., Inc., 121 N. 
Goldthwaite St. Montgomery, 
Ala.; Mayo Mingledorff Motors, 
308 N. Monroe St., Tallahasse, 
Fla.; Imperial Motors, 302 Sixth 
St.. S.W., Winter Haven, Fila.; 
Grindle Motor Co., 116 S. Grove 
Ave., Elgin, IL; French, Inc., W. 
Jefferson at Rutledge, Springfield, 
Ti. 


Rousseau Brothers, 201 Fifth St., | 
Fort Wayne, Ind.; Brown Cars, Inc.., | 
2501-3 National Rd. W., Richmond, | 
Ind.; Wapello Motors, Inc., 522 
Richmond Ave., Ottumwa, Ia.; Bill’s 
Pontiac. Inc., 425 Franklin St., Wa- 


terloo, Ia. 





Neb.; Samway Motors, 2210 First 

Ave., Kearney, Neb. 
Perry-Nightingale Motor Co., 207 

S. Walnut St., Kimball, Neb.; Ran- 


|dolph Oldsmobile Co., 2101 N St., 


Lincoln, Neb.; Maddox Motor Co., 
Box 691, Sidney, Neb.; Missouri 


Valley Motors, 501 Main, Bis-| 


marck, N. D. 

Main Motors, 315 Main St. S., 
Minot, S. D.; Imperial Motors, 825 
N. Broadway, Oklahoma City; 
Black Hills Oldsmobile-Cadillac, 
Inc., Sixth and Kansas Sts., 
Rapid City, S. D.; Ivan A. Tufty 
Co., 222 E. Third St., Yank- 
ton, S. D. 

Earl Hayes—Imported Cars, 2733 
W. Seventh, Fort Worth: Dunn 
Motor Co., 1005 E. Grand, Marshall, 
Tex.; Earl Hayes—Imported Cars, 


| 201 N. Alamo, San Antonio, and 


Henry Aldridge Motors, 133 Mid-| Brewer Motor & Equipment Co., 23 


land Blvd., Lexington, Ky.; Young, 
Inc., imported-cars division, 635 N. 
Robert St., St. Paul; Reeh-Schultz 
Imported Motor Cars, Inc., 832 
Route 23, Wayne Township, N. J.; 
Oakcrest Motors, Inc., 15 Oak St., 


Mount Vernon, N. Y. 


Hoxsie Buick, Inc., 100 Granite | 
St., Westerly, R. L.; Herbert Jones | 
Nash Co., 1100 W. Capitol, Little 
Rock, Ark.; Finch Motors, 1219| and personal loans accounted for | 
Monterey St. San Luis Obispo,| almost three-quarters of the $85) 


A St. S. W., Auburn, Wash. 


Auto Credit 





of $655.51 per unit was broken down 
as follows: Warranty and policy 
and delivery expense, $48.07; sal- 
aries, commissions and other com- 
pensation to salesmen, $99.20; all 
other salaries and wages except 
mechanics’ earnings charged to 
labor cost, $233.33; employes’ bo- 
nuses, $6.45; shop tools and supplies, 
$17.06; total rent and expense in lieu 
of rent, $50.22; advertising, other 
than factory cooperative, $36.19; in- 
surance, other than building, $16.07, 


and miscellaneous, $148.92. 
* * * 


EW-CAR inventories averaged 
13.5 units per dealer on Septem- 


ber 30, compared with 7.7 units on 
the same date a year earlier. 


Used-car stocks represented a | 
32.8-day supply on Sept. 30, com- | 
pared with 29.4 days for the year- | 


earlier date. For 1957, 43.3 percent 
had been in stock 30 days or 


longer, while in 1956 the corres- | 


ponding figure was 43.4 percent. 

Parts profits stood at 30.1 percent 
of gross profit to sales for the first 
nine months of this year, compared 


with 29.5 percent at the end of six) 
| months at 29.7 percent at the end | 
| of three months. 

Customer labor sales, at $256 per 
new unit retailed, were up a bit for| 
the nine-month period from $246) 


for six months and $254 for three 
months. Total service sales aver- 
aged $803 for nine months; $777 for 
six months, and $811 for three 


months. 


Up $20 Million 


In Month, FRB Reports 


WASHINGTON.—Auto financing | 


Calif.; Banzhaf Farm Machinery | million increase in consumer credit 


Co., 709 N. State St., Ukiah, Calif. 
Foreign Car Center, 601 E. Min- 


Motorama, Inc., 1155 N. Fifth St., 
Grand Junction, Colo.; Perry 
Motor Imports, Inc., 1035 Minne- 
sota, Kansas City, Kans.; Econ- 
omy Motors, 1050 Jordan St., 
Shreveport, La. 


Perry Motor Imports, Inc., 3001 
McGee Trafficway, Kansas City, 
Mo.; W. J. Wallis Buick, Inc., 511) 
W. Third St, Alliance, Neb.; 
Kizzier-Anderson Chevrolet Co., 
Fourth and Arthur Sts., Holdredge, | 





Ford Sasei Suit 
For Excise Refund 


| installment during October, accord- 
| ing to the Federal Reserve Board. 
eral King, Visalia, Calif.; Moss | 


Auto paper was up $20 million, 


‘Firestone Shows 
Unit Designed 
To Replace Spare 


FORT STOCKTON, Tex.—What 


|; company officials described as the 


“best solution yet for the elimina- 


tion of the spare tire” was intro-| 
| duced last week by Firestone Tire 
& Rubber Co. at the dedication of 


its new 5,100-acre proving grounds 
and test track here. 


Firestone’s “solution” is a 25- 


WASHINGTON.—The U. S. Court! pound steel and rubber disk, called 
of Claims last week turned down| the Perma Spare, capable of carry- 
Ford Motor Co.'s plea for a refund| ing the car for 100 to 150 miles at 
of $8,899,548 in excise taxes. The| speeds up to 45 miles an hour. 


company claimed that for tax pur- 


James J. Robson, Firestone’s 


poses it was entitled to deduct | manager of tire engineering and 
from the sales price the cost of| development, said “Many of the 
making repairs and replacements.| auto makers are interested in the 


The court held that the expendi-| 
tures were in fulfillment of the 
company’s representation that the 
articles sold were free of defects 
and did not constitute a price read- 
justment or a rebate or allowance. 
The warranty in question was for 


90 days. 


The court said the opinion fol- 
lowed a rule laid down in an 
earlier decision where General 


Motors warranties were involved. 


Daimler-Benz Official 
Visiting S-P Dealers 


NEW YORK.—Karil Nordmann, 
sales promotion director for 
Daimler-Benz of Germany, today 
(Dec. 9) began a nationwide tour 
of Studebaker-Packard dealer- 
ships handling Mercedes-Benz 
cars. He attended a luncheon 
here ‘and met with 25 dealers 
from S-P’s Eastern sones. 

He leaves fer Chicago tomor- 
row (Dec. 10). Other stops will 
be: Dec. 11—San Francisco; Dec. 
12-14—Los Angeles; Dec. 15-16— 
New Orleans; Dec. 17-18—Miami, 
and Dec. 18—Washington. Nord- 
mann will leave for Germany 
Dec. 21. 








Perma Spare and some have it 


under serious consideration as) 


ing the spare.” 

Industry sources report that sev- 
eral cars probably will be intro- 
duced in 1961 minus the spare. 

Asserting that the Perma Spare 
probably would sell for half to two- 
thirds the price of a tire and wheel, 
Robson said the new unit consisted 
of a steel disk covered by a strip 
of hard-pressed, natural rubber 


that is about 2% inches high and 


about 1% inches wide. 

To install the unit it is necessary 
to jack up the car, remove three or 
four lugs, place the Perma Spare 
over the wheel and tire and screw 
the lugs back on. The hub cap or 
wheel cover is not replaced. 

Robson said the punctured tire 
could be removed but that it’s more 
convenient to put the new unit over 
it. 

—JostpH M. CALLAHAN 


Dealers Name Secretary 
PHILADELPHIA.—Julie Driscoll 
has been named executive secretary 
of the Philadelphia Automobile 
Trade Assn. 















































compared with $64 million for 
September and a decrease of $55 
million in Octeber, 1956. Total 


auto paper as of Oct. 31 was $15, | 


539 million. Auto credit issued so 
far this year stood at $1,061 
million. 

The FRB said total consumer in- 
stallment credit increased to $33,244 
million as of Oct. 31. The $85 million 
boost compares with increases of 
$104 million in October, 1956 and 
$266 million in October, 1955, the 
board added. 

Personal loans were up $42 mil- 
lion in October, bringing the total 


outstanding to $7,955 million. Repair 


and modernization loans increased 
$19 million and other consumer 
goods paper was up $4 million. 
Commercial banks hold $6,461 
million of auto paper, an increase 
of $31 million during October 
and $697 for the last 12 months. 
Auto paper held by sales finance 
companies was down $20 million 
during the month, but up $204 mil- 


|lion during a 12-month period for 


a total of $7,537 million. 
The FRB reported neither a gain 
nor loss in credit extended by auto 


| dealers, who held $607 million in 
auto paper-as of Oct. 31. They have | 
granted $33 million in credit so far | 


original equipment. They’ve called | this year. 


it the best solution yet for eliminat- | 


Auto credit issued by other 


financial institutions showed a) 
|monthly increase of $9 million for| 
|a total of $934 million. Increases | 
so far this year have amounted to| 
| $127 million. 
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Selling Expense ........... 
Operating Expense 
TOTAL EXPENSE 
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Including Finance Reserve ..... 














wees $695 


$290 


Industry Ave 


9 Mos. 


100.0 
14.7 
4.1 
9.4 
13.5 








How Dealers Are Faring 
On Sales, Profits 


First Nine Months, 1957-1956 


(Taken from report by NADA Business Management Committee/ 


New Cars and Trucks 
Inventory Per Dealer 


Sept. 30 Sept. 30 
1956 


5.1 
12.1 
26.4 
46.4 


7.7 


Used Cars 


Selling Price Ratio Used-Unit 


9 Mos. 
1956 
$678 

725 
741 
660 


697 





1957 


746 


(Accessories Not Included) 


Percentage of Number Months’ 
Gross Profit 


9 Mos. 9 Mos. 
1957 






Customer Labor Sales 


Average Sales 
Per New Unit Sold 
9 Mos. 


1957 


245 
235 
200 
256 


Total Service Sales 


(Includes labor, parts and all other service and stockroom sales, 
except accessories with new vehicles.) 

Average Sales 

Per New Unit 
9 Mos. 

1956 
$902 
733 
602 
503 


771 


* The percentage of operating (or fixed or semifixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


Used-Cars Total Service Miscellaneous 
and Trucks Sales 
9 Mos. 


1957 
29.0 
27.0 
24.6 
22.3 


27.0 









How Dealers Fared on Expenses, Profits 


Enrror’s Note: The following figures are taken from the NADA bulletin, “Operating Averages for 
the Automobile Retailing Industry.” 


FIRST NINE MONTHS, 1957-1956 
OPERATING PROFIT BEFORE TAXES 


Group Il 
Pet. Total Sales Pct. Total Sales Pct. Total Sales Pct. Total Sales 
9 Mos. 9% Mos. 


12 


* Groups are based on the volume of 1956 retail deliveries of new cars and trucks as follows: Group I, one to 149 units; 
Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 










(Per Truck Dealer) 
Sept. 30 Sept. 30 


Cars and Trucks 
Sept. 30 Sept. 30 













No. Days’ Supply 




















Average Cost 
Per Used Unit 
in Inventory 
Sept. 30 Sept. 30 


Vehicles in Stock 
30 Days or Longer 









8 Mos. 9 Mos. 








Industry Average 
Pet. Total Sales 
9 Mos, 
1956 


100.0 
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Assure 
non-slip customer confidence in you 
and the cars and light trucks you sell 


—DELIVER YOUR VEHICLES FACTORY-EQUIPPED 
with the ORIGINAL NON-SLIP DIFFERENTIAL 


THAT 


STOPS DANGEROUS SLIDE STOPS DANGEROUS SWERVE 


| i 
a 
+ ee ere 


STOPS DANGEROUS SLIP 


M5 Ee Bs KSEE B pee’ - Ai. b r 


——— 


Non-Slip Differentials are offered in most 1958 cars Here’s why: 
and light trucks under several different names. But Non-Slip Differentials end slipping, sliding and get- 
whatever they are called in the vehicles you sell, Non- ting stuck in mud or sand if either rear wheel can 
Slip Differentials are the most impressive selling and catch hold. 
goodwill building demonstration devices you have Non-Slip Differentials end slipping on ice or wet 
had in a long, long time! hills and pavements if either wheel can catch hold. 

Non-Slip Differentials end dangerous swerve and 

unbalance resulting from “wild wheel” hop and spin 

on rough, bumpy roads. 

Non-Slip Differentials will make the cars and light 
trucks you sell perform better in any weather . . . will 
keep your buyers from being dangerously “ditched”, 
immobilized or stalled under a wide variety of driving 
conditions. 

Non-Slip Differentials will keep your vehicles moving 
off the floor . . . will keep them moving on the highway 

. will keep your customers happy with you and the 
vehicles you sell them. 

Specify that your 1958 cars and light trucks be 
delivered factory-equipped with the revolutionary 
Non-Slip Differential—for non-slip customer confidence 


DANA CORPORATION 


TOLEDO 1, OHIO 
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- 


= Longer Battery Life Claimed for Nonacid Fluid 

A nonacid battery fluid that reportedly increases the life 
of a battery from 300 to 500 percent is now being mar- 

keted in Windsor, Ont., by Phil Wood, the head of Phil Wood 

Industries and brother of Gar Wood, famed boat racer and 

manufacturer. 


Besides longer battery life,” 
Phil Wood claims that his tery, you have to put in a little 
roduct, called Phil Wood | *<i¢. 
Non-Acid Battery Fluid, will not) To demonstrate that his product 
release explosive fumes, will not| 'S not harmful, he drank a bit of 
freeze in the battery in tempera-|it recently. ; ; 
tures up to 55 below zero, will not; Asked if he had tried to interest 
evaporate and will rejuvenate most the battery manufacturers in his 
batteries with dead cells. | nonacid fluid, Phil Wood said, “Yes, 
Wood admitted that his nonacia|! have, but Chey nate me. 
fluid is more expensive, costing $5 
§ for a Canadian gallon which is 
» enough for two or three batteries. 
He said most batteries use sul- 
phuric acid which costs about 60| recently and this emphasis will | 
cents a battery. continue to grow, according to | 

“I sold 1,000 gallons last week,” | Virgil M. Exner, styling vice- 
he declared. “My problem now is | President of Chrysler Corp. 
te get enough bottles. 


F |More Style Interest Seen | 


| Grtiane has been receiving more 
| emphasis in the auto industry 


“Two years ago I got the secret) 
formula for this stuff from a weal- 


thy fellow who has been making it| “There 


is always a shortage of 


in Miami for 22 years but he wasn’t | 
interested in expanding the busi- 
ness. 

“I don’t know exactly how long 
this fluid will last, although I do 
know it will last for 10 years at 
least. | 

“Its biggest advantage is its) 
safety, particularly in boats where | 
most explosions are caused by leak- | 
ing batteries that throw off hydro-| 
gen gas.” 


creative and can contribute are 
| always in demand. 
| “Now, the demand for ordinary, 


* * * 


OOD, whose small firm manu- 

factures heavy road-building 
equipment, said his brother, Gar, 
tested the nonacid fluid by putting 
it in the starboard batteries of one 
of his boats and by using sulphuric 
acid in the port batteries. Wood 
said the nonacid batteries provided 
much better service. 

He said that another advantage 
of the nonacid battery, which is no 
different than other batteries ex- 
cept that it has no sulphuric acid, | 
is that the battery can be left in) new cars by nonfranchised 
the boat throughout the winter. |dealers deserved a fair test 

Declaring that his fluid is suit- 
able for a battery used for any | gates seemed to feel a new sense 
purpose, Wood said, “We've sold | of pride in their business. 
quite a lot of it to owners of | Members gave Hansen a standing 
motorized golf carts because | ovation at the end of his speech, 
ordinarily the acid bounces out | and by evening were talking frankly 
on bumps and ruins clothes, bags | about the problems of their trade. 
and shoes. Several NIADA delegates said 

“This is definitely not an addi-| 7 ; 
tive; it’s a replacement. Most of 
those additives are no good after 
a few days. One new-car manufac- | 
turer warned mechanics this year 
not to use a blow-torch near the! 
battery. Well, that wouldn’t hurt 
our battery. They haven't got any- 
thing against us yet in their service 
books.” 


in Washington. 





* * * 


Old Batteries Kept 

E SAID that the fluid is now 

being used by a number of 
Windsor taxis and various individ- 
vals in Windsor and Detroit. Many 
of these persons, he continued, have 
changed cars but have kept their 
old batteries. 


(One of these persons, a repu- 
table Detroit newspaperman, heart- 
ily recommended the product.) 

Wood claims that his fluid will 
not corrode battery cables or cases 
and will not rust out the plates 
inside a battery. He said a test of 
the fluid shows no specific gravity, 
indicating that it is mostly water. 

Explaining how the fluid is used 
in a battery with a dead cell, he 
said, “First, pour out the danger- 
ous sulphuric acid, but don’t wash 
out the battery. You have to 
have some acid in the battery; I 
don’t know why. Then you put in 
our fluid and give it a fast charge. 

“We've had 5 percent failures but 
it’s usually because the plates are 
too far gone. On a dry-charge bat- 








Monroe's Top Salesman— 


B. D. Mcintyre, right, president, Monroe 
Auto Equipment Co., presents to Vincent 
Velie the “President's Plaque" for the top 
sales performance during the fiscal year 
1956-57. The presentation was part of the 





firm's annual sales meeting held in 
Monroe, Mich., for its 100 sales repre- 
sentatives and field engineers. 





in the marketplace, association dele- | 
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good stylists has also increased. 
We try to create more things so 
that the public has a greater 
choice and this requires more 
designers and craftsmen than 
ever.” 

When asked if automobile stylists 
are likely to exhaust their creative- 
ness after a number of years, he 
said he doubted this because there 
are continually new inspirations, 
new demands and new points of 
view in the industry. 

In commenting on the factors 
that bring success in styling, Exner 
said, “Timing is everything. You 
can be just as wrong by being too 
early with an idea as by being too 
late. 

= + * 
-_ you worry plenty from the 
time the design is locked until 
you get public reaction. But when 
the public likes your ideas, it’s 
wonderful. 

“You temper your blue-sky ideas 
with logic and experience and then 
consider costs and engineering pos- 
sibilities. But it’s always a gamble.” 

Describing his typical workday, 
he said that he usually meets with 
most of the chief designers of the 
various studios, going from one 


| studio to another. 


“Then,” he continued, “I prob- 
ably am involved in a couple of 
meetings a day, maybe with the 
executive engineers or with others 





| good stylists; ones that are very | 


| 


| ging them to take 


to talk about costs, schedules, 
timing and manufacturing diffi- 
culties.” 

Exner said that he tries to turn 


|over the administrative work to 
Declaring that styling competi-| other people as much as possible 


|tion is increasing among the auto | and that he tries to spend as much 
makers these days, Exner said, | time as possible talking and think- 
ing about long-range plans for the 
corporation’s cars. 

He added that his work mainly 
consists of going over the work of 
his stylists. 





AUTOMOTIVE WASHINGTON 
Hansen’s Remarks Fill 


NIADA with Optimism 


By William Ullman 

Washington Correspondent 
— was a spirit of optimism approaching cockiness | 
at the closing banquet and ball of the three-day conven- | 
tion of the National Independent Automobile Dealers Assn. 





| Cheered by the statement of U. S. Antitrust Chief Victor 
|R. Hansen that the sale of? - — 


they were having no trouble laying 
their hands on every make of 1958 
automobile. In some lines, they 
claimed, new-car dealers were beg- 


ears off their 
hands. 

Several other 
members said 
that they’ stayed 
out of the new- 
car business en- 








tirely. 

“I might sell a 
new car toa 
friend if he asked 
me to,” com- 
mented one, “but William Ullman 
usually I concentrate on the busi- | 
ness I understand—used cars.” 


Actually, NIADA is no longer 
an association of used-car deal- 
ers. Retiring President Irv Rubin, 
of Cleveland, said that dealers 
with franchises to sell foreign 
makes “are beating on our door 
to get in.” Rubin added that 
NIADA is glad to have them. 


“We call ourselves ‘independent 
dealers’ now,” he said, “and we are 
pleased that so many foreign-car 
dealers feel that they belong in our 
association.” 

* 





* a 


‘Service, Not Conversation’ 


Gr mAkine briefly to delegates at 
the banquet, new President C. 
E. Pitts, of Montgomery, Ala., an- 
nounced that his goal was to double 
NIADA membership during the 
coming year. Executive Vice-Presi- 
dent Val Jones, handling his first 
convention, promised that the as- 
sociation would offer member serv- 
ices, “not conversation,” in the 
future. 

Most dealers attending the Wash- 
ington meeting insisted that they 


(Continued on Page 25, Col. 1) 
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$10,000 cash income farm family 


2.2 times for one cent 


n full pages in Successful Forming 


Best advertising buy of the year 


Prodi 


cted package of 1,000,000 plus 

farm families which make money 

spend money. Nowhere else 

can your advertising get a more att iaat mal 4: ption 
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than in SF, which for fifty years 

has earned its reader's confidence 

y increasing their cash and comfort 

And you balance national advertising coverage 
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Ask any SF office for detail 
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Automotive News 


SERVICE TRAINING DEPARTMENT 
For Better Mechanic Education 


Publications advertised in this section are not 
produced by Automotive News but carry our recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS ... 
The Controlled Coupling 

Hydra-Matic 
Covers all Controlled Coupling 


cy Hydra-Matic Transmissions 


(Jetaway, Strato-Flight, Flashoway). Over 
250 pages, 600 pictures. 








THE 
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Ste eel 
gunvice MANUAL 


Each manual covers . . . 


Fundamentals 

Diagnosis 

OrmThe-Car Service 

Total Overhaul 

Complete Flat Rate Data 
Tool and Equipment Data 


Cla Covers all 


Dual-Range Hydra-Matic 
Transmissions thru 1957. Over 
250 pages, 500 pictures. 


B24 Covers all 


Fordomatic, Merc-O-Matic 
and Turbo-Drive Transmis- 
sions thru 1957. Over 200 
pages, 450 pictures. 


rt 
Transmission 


ea 





Please order by manual number $450 each 


Mail orders with check or money order to: 


AUTOMOTIVE NEWS, Service Training Department 
2666 Penobscot Building, Detroit 26, Michigan 
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AUTOMOTIVE NEWS PLATFORM 
1 !. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of ine and oi! taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Encouraging Signs Noted 
On the Safety Front 


fo me much remains to be accomplished, encouraging 
signs are found on the highway safety front. Progress 
is being made on both highways and automobiles. 


Bertram D. Tallamy, head of the U. S. Bureau of Public 
Roads, noted the other day a marked decrease in death rate 
on modern highways. 


Last year, the national traffic fatality rate was 6.4 per 
100 million miles of travel. On planned access highways 
in rural areas, the fatality rate was only 3.4, compared with 
10.3 for the older roads with no access control. 


In the cities, the death rate was 4.1 on streets with no 
access control, but it was cut to 2.7 on the new expressways. 


And, as there has been progress in traffic control, so the 
auto industry notes progress in design for safety. This is a 
much more controversial area, however. There are critics 
who assume that auto makers can go to any extreme on car 
design, forgetting that the man on the street holds ultimate 
control, voting as he does through his selections. 


So it is conceded that the makers have not yet put the 
motor in the rear and the driver in front. No one knows 
whether this would be a safety factor—or whether people 
would buy such a car. 


But they have in the postwar years greatly increased the 
visibility of cars. They have built cars with better balance, 
ears that are lower and less likely to turn over, cars with 
better door locks. They have cleaned up the instrument 
panel of dangerous projections and they are offering many 
safety options, including padded interiors and seatbelts. 

In addition, the auto engineers are presently devoting 
increasing attention to better braking. 


At times progress seems to come slowly, yet we are mov- 
ing ahead. 





Coming 
Events 


Dealer Conventions 


Jan. 11-15—National Automobile Dealers 
Assn., Roney Plaza Hotel, Miami Beach. 
Feb. 23-24—Louisiana Automobile Dealers 


Assn., Inc., Roosevelt Hotel, New 
Orleans. 
Apr. 10-l!—Illinois Automotive Trade 


Assn., Springfield, Ill. 

April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 
Miss. . 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 8-9— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 
May I!-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May 11-14—36th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D, C 

= 12-13—Pennsylvania Automotive Assn., 

adden Hall Hotel, Atlantic City, N. J. 

May 18-20—Texas Automotive Dealers 
Assn., Galvez Hotel, Galveston. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 


Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
oo 


Auto Shows 


Dec. 1419 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis, 

Jan. 411—Buffalo Auto Show, Masten 
Avenue Armory, Buffalo. 

Jan. 412 — Chicago Auto Show, 
national Amphitheatre, Chicago. 

Jan. 11-19—National Capital Area Auto 
Show, D. C. National Guard Armory, 
Washington. 

Jan. 17-24—San Antonio Auto Show, Bexar 
County Coliseum, San Antonio. 

Jan. 17-25 — Indianapolis Automobile 
Show, Manufacturers Bidg., State Fair 
Grounds, Indianapolis. 

Jan. 18-25—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh, Pa, 

Jan. 18-26—Cincinnati Auto Show, North 
and South Wings, Music Hall, Cincin- 


nati. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 22-25—Huntington Automobile Show, 
Memorial Field: House, Huntington, W. 


Va. 

Jan. 23-28—Tampa Auto Show, Fort Hes- 
terly Armory, Tampa. 

Jan. 25-Feb. I—Baltimore Auto Show, Bal- 
timore, 

Jan. 25-Feb. 2—Houston Automobile Show, 
Houston. 

Feb. 1-8—Toledo Auto Show, Civic Audi- 
torium, Toledo. 

Feb. 1-8 — Rochester Automobile Show, 
ae Memorial Exhibit Hall, Rochester, 


N. Y. 

Feb. 1-9 — Louisville Automobile Show, 
State Fair Exposition Center, Louisville. 

Feb. 8-16—Milwaukee Auto Show, Mil- 
waukee. 

Feb. 10-15—Denver Automobile Show, 
Denver Coliseum, Denver. 

Feb. 15-24—Columbus Automobile Show, 
Franklin County Veterans Memorial 
Side, Columbus, O. 

re Ueas—Syrecese Auto Show, Syracuse, 


Feb. 19-23—Autorama, State Armory, 
Hartford, Conn. 

Feb. 21-23—Cheyenne Auto Show, Frontier 
Pavilion, Cheyenne. 

March 1-9—Kansas City Auto Show, Mu- 
nicipal Auditorium, Kansas City, Mo. 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York, 
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General 

Dec. 8I!—American Institute of Chemi- 
cal Engineers, Annual Meeting, Conrad 
Hilton Hotel, Chicago. 

Dec. 10—Annual Dinner, Philadelphia Au- 
tomobile Trade Assn. Philadelphia. 
Jani: 6-10—37th Annual Meeting, Highway 
Research Board, Sheraton-Park Hotel, 

Washington. 

Jan. 13-17—Annual Meeting, Society of 
Automotive Engineers, Sheraton-Cadillac 
and Statler Hotels, Detroit. 

Feb. 3-6—3ist Annual National Automo- 
tive Accessories Manufacturers’ Expo- 
sition, Navy Pier, Chicago. 

Feb. 20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

Apr. 23-25—1958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Augusta, Ga. 

May !-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May I1-14—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 


Inter- 


30 Years Ago ie iti 
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“This is absolutely my last offer, Sir!" 


Letterbox 








‘NLRB and Unions .... / 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





The Billings Situation 

In your Nov. 4 issue, Page 65, you | 
covered the labor situation here in| 
Billings. I don’t know who fur- 
nished the information; however, 
part of it was incorrect. The facts | 
as they pertained to MacIntyre Mo- | 
tor Co. are as follows: 

We are distributor for Cadillacs 
and dealer for Pontiacs in this area. 
We were called upon by two repre- 
sentatives in May, at which time 
they stated they represented a ma- 
jority of our employes and wished 
to bargain. They were referred to 
our attorney, Norman Hanson. 

The two unions petitioned the 
National Labor Relations Board 

for a hearing which was duly held 

in Billings on July 3. The petition 
contained two firms, namely Mac- 

Intyre Motor Co. and Ryan Olds- 
mobile of Billings. 

After July 3 both we and Ryan 
Oldsmobile awaited the decision of 
the National Labor Relations Board 
in Washington. On the morning of 
Sept. 9 the two above-mentioned 
representatives of the unions again 
called upon us and Ryan Oldsmo- 
bile stating that the men were im- 
patient to get under a union con- 
tract and were not willing to await 
the decision of the board. - 

A picket was installed at 1:15 
that afternoon at both places of 
business, and the men were told to 
leave their jobs. 

In this particular instance the 
board took a little longer to arrive 
at a decision than I understand is 
normal. Their decision was not ren- 


The Big Stories 


A 24-hour race between a Stutz stock car and a Hispano-Suiza 
stock car for a side bet of $25,000 was scheduled for the Indianapolis 
Motor Speedway in April, 1928. F. E. Moskovics, president, Stutz 
Motor Car Co., and Charles Weyman of Paris, France, sponsor and 
one of the drivers of the Hispano, deposited $5,000 each in an Indian- 


apolis bank as forfeit for nonappearance. 

The Washington Legislature ‘passed a motor vehicle regulation 
making it unlawful for an automobile dealer to advertise the time 
taken by any car to cover a certain distance, “if by such advertising 
it is indicated that the maximum speed limit of 40 m. p. h. was 
exceeded.” The law made dealers subject to the same penalties pro- 


vided for reckless driving. 


November, 1927, shipments of Packard established a monthly record 
with a total of 4,372 cars, compared with 4,354 in October, the pre- 
vious record, and with 2,500 in November, 1926. 





—From the files of Automotive News. 


dered until Oct. 21. The decision 
was as follows: MacIntyre Motor 
Co. came under the meaning of the 
Act of the National Labor Relations 
Board while Ryan Oldsmobile did 
not, so Ryan Oldsmobile became a 
free agent, and MacIntyre Motor 
Co. came under the above men- 
tioned board. 

The unions were instructed to re- 
move the pickets. The men returned 
to work at MacIntyre Motor Co. 
Oct. 29. The National Labor Rela- 
tion’s Board representative con- 
ducted an election here at our place 
of business Nov. 6. 

There were actually two elec- 
tions, the units claimed by the 
Machinists and the units claimed 
by the Teamsters. I am happy to 
report that the union lost both 
elections. 

Several days after our men re- 
turned to work, the men who had 

formerly worked at Ryan Oldsmo- 
bile and Mulvaney Motor Co. be- 
came impatient and returned to 
work, and the pickets were re- 
moved. They are, like us, operating 
in a normal manner. 

The mistake in your article was 
in saying that no one was covered 
by NLRB.—L. J. MacIntyre, Mac- 
Intyre Motor Co., Billings, Mont. 


* * > 


More with Less? 


I got a great kick out of Robert 
Finlay’s column in your issue of 
Oct. 21. 

Mr. Finlay had an interview 
with a Mr. Scheps of Australia who 
is a dealer fcr the Holden Motor 
cars, and was informed that im- 
mediately after the war he was 
receiving a discount of 24 percent 
on the vehicle he was distributor 
for. It appears to him that the 
fatter the discount, the more of 
your profit you give away on the 
allowance of the used car. His dis- 
count at the present time is 13% 
percent and Mr. Scheps claims he 
is making mcre money now than 
he did at the old and larger dis- 
eount of 24 percent. 

If you will refer to Letterbox in 
your issue of March 18 last, you 
will note in the fourth paragraph 
where I mention when a dealer 
makes a large profit he will give 
most of it away when closing a 
sale where a used car in involved. 
So it boils down to where you make 
a smaller profit you will make a 
better deal.—So. Roruscure.p, Port 
Arthur, Canada. 
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RARE CREDIT-LIFE 
CASE IN DEATH OF 
FATHER AND SON 


When Frank Maresh bought his 
car through the C.I.T. Time Pur- 
chase Plan in March, 1954, he 
wisely took the insurance protec- 
tions offered, too. However, his 
wife knew nothing about the in- 
surance aspect of the transaction 
and after the untimely death of 
Mr. Maresh she continued to pay 
Gils Be 

Fortunately, after paying more 
than $700, Mrs. Maresh had occa- 
sion to talk to the manager of the 
local C.1.T. office. When he 
learned quite accidently that her 
Sochendhed died, heimmediately 
told Mrs. Maresh that under the 
terms of the “insurance package” 
she owned the car without fur- 
ther obligation from the time of 
her husband’s death. Soon after, 
it was his pleasure to deliver to 
Mrs. Maresh a check for the $700 
she had overpaid, plus certificate 
of title to the car. 


Dual Payment 

Alittle over a year later, Roland 
Maresh, son of Mrs. Frank 
Maresh, died in an accident on 
his farm. Like his father, Roland 
Maresh protected his family by 
buying his own car on the C.I.T. 
Time Purchase Plan. Because of 
the credit-life feature of the Plan, 
Mrs. Roland Maresh owned the 
car free and clear without having 
to make any further payments. 

This was the first time in the 
history of the C.I.T. Time Pur- 
chase Plan that credit-life claims 
were paid on a husband and then 
a son. 


SELLING WITH CAR WARRANT Y—W.E. (Bill) Dickerson 
(left), President of Dickerson Motors, Inc., St. Louis, with Bill 
Kolath (right), Used Car Manager, explains to customer advan- 
tages of buying a GUARANTEED Used Car. 


Dealer Reports Fast Turnover, Big 
Profits with Car Warranty Plan 


ST. LOUIS—W. E. Dickerson, 
resident of Dickerson Motors, 
_ ne., franchised Lincoln-Mercury 
dealer here, reports that selling 
used cars under the Car War- 
ranty Plan has speeded up turn- 
over, increased both volume and 
profits, and enabled him to reduce 
his inventory of used cars by a 
considerable margin. 

In the first five weeks since he 
signed the Car Warranty fran- 
chise a ment, Mr. Dickerson’s 
dealership has sold 16 used cars 
with the warranty and guaranty 
—out of 29 originally inspected 
and ap roved or warranty. In 
the dealer’s own words, “This is 





Me VE aed > ms 
“BUT YOU NEVER CAME BACK” 


DEAR SALESMAN... 
I was surprised when 
you didn’t call to see me 
dG ja week or two after you 
se zz delivered my new 1953 
a car not so many years 
, ago. I liked you and your 
dealership. I liked the car 
you sold me. I’d have liked to 
believe you were interested in 
how I felt about it, and I had in 
mind introducing you to some of 
my friends. I confess I was a little 
disappointed that you never came 
around. 

A good many times in the past 
four years, especially during those 
first two when I was making the 
payments on the car you sold me, 
I wished that you had come back 
to tell me again about its values, 
and make me as enthusiastic 
about it as I was on the day when 
I bought it... BUT YOU 
DIDN’T COME. 

I was a little flattered when 
you persisted in seeing me, before 
I bought. It made me feel worth- 
while. I thought perhaps you 
liked me for my own sake as well 
as for the sake of my business. 
I thought you judged me an in- 
teresting fellow; but I guess I was 


mistaken, for you have never 
come back. 

Every year I think, well, per- 
haps I should trade for a new car 
now; but then I spend more 
money on the old one and keep 
driving it. I have often wondered 
why you didn’t come back to see 
me and save me that money... 
BUT YOU NEVER DID 
COME BACK. 

The man who sold me my first 
insurance policy likes me and my 
business enough to come in and 
see me, even though he knows 
I don’t need more insurance. The 
result is that I have been buying 
insurance from him all my life. 
I have spent a lot of money with 
your company, as much as I have 
buying insurance ... BUT YOU 
NEVER CAME BACK. 

Of course, I have bought cars 
from many different salesmen, 
each time thinking, “I like this 
man and will let him be my auto- 
mobile salesman,” but my life 
has been a continuous one 
of strange salesmen . 

THE OLD ONES ‘NEVER 
CAME BACK. 
Sincerely, /s/ John Doe 
NEW CAR BUYER 





more than enough proof that 
nteed used cars do sell.” 

All the cars that Mr. Dickerson 
has had warranted have been 
’55, °56, 57 models—normally 
slower moving units. With the 
help of Car Warranty he says he 
has accelerated sales to a point 
where he is actually short of these 
models. 


Wholesaling % Down 


Many of the cars he has sold 
with the warranty would ordi- 
narily have been wholesaled, the 
dealer states. Instead, they were 
retailed at a very satisfactory 
profit. Whereas before adopting 
the program Mr. Dickerson 
wholesaled 40% of his used cars, 
he now wholesales only 10%— 
and shows more profit. 

Mr. Dickerson cites other im- 
pressive advantages for the Plan. 
His salesmen are enthusiastic 
about selling used cars in the 
higher priced line. Guaranteed 
cars are attracting a better class 
of purchasers who are good fi- 
nance risks. Finance penetration 
has been markedly improved. 

The fact that the dealer can 
now move late model used cars 
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99% OF CLAIMANTS 
OKAY SERVICE FIRE 


Unique survey shows buyers 
pleased with coverage and performance 


Four surveys conducted during 
the past year covering 15,000 
policyholders who had filed phys- 
ical damage claims with Service 
Fire Insurance Company have 
revealed that more than 99% of 
the claimants were entirely satis- 
fied with the way their claims 
were handled. 

“So far as we know,” said a 
Service Insurance Company 
spokesman, “ours is the only 
company in the field which regu- 
larly conducts such ‘surveys’ 
among its policyholders. We feel 
it is an integral part of our opera- 
tion, which depends upon satis- 
fied auto buyers and satisfied 
auto dealers for its existence. 
When the auto buyer is satisfied, 
so are the dealer and salesman 
who sold the cars.” i 

During the past year more than 
9 out of every 10 of the claimants 
surveyed indicated at once that 
their claims had been promptly 
and satisfactorily adjusted. A 
thorough follow-up procedure is 
observed in all cases where policy- 
holders report some complaint or 
misunderstanding. As a result of 
this follow-up, more than 99% of 
the apparent difficulties were 
adequately explained or rectified, 
leaving only an irreducible mini- 
mum who were not fully satisfied. 


Fast Settlements 
Speed in handling claims gave 
claimants additional reason for 
approving Service Fire service. 
Eighty percent of all claims were 
paid within five days after the 
policyholder reported the loss, 


and 92% of the claims were closed 
within 10 days. 

An initial survey is conducted 
by means of a letter to customers 
asking for “comments, sugges- 
tions or criticisms” and posing 
specific questions about various 
phases of the company’s claims 
service. Replies are tabulated and 
any individual complaints turned 
over to field representatives with 
instructions to contact the claim- 
ants and straighten out misun- 
derstandings. Typical comments 
are: ““‘Why do I have to pay the 
Deductible amount?,” ““Why was 
the Deductible subtracted from 
the cost of repairs?’”’ This sort of 
misunderstanding is easily cleared 
up. Occasional complaints can be 
highly involved, but every effort 
is then exerted to be sure the cus- 
tomer receives satisfaction. 


Releasing Report 

A full report on the program to 
assure policyholders’ satisfaction 
is being released as a part of the 
Universal C.I.T. Continuing Pro- 
c= for Developing Dealer 

rofits. This report includesmany 
actual examples of the congratu- 
latory letters from satisfied cus- 
tomers. Typical letters read: 
“This is the quickest service that 
I have ever received from any 
insurance company. I was very 
happy with the way your adjuster 
handled it.” ‘““Would like to com- 
pliment rep. who handled this 
claim. He went out of his way to 
be courteous and accommodat- 
ing. He is truly a credit to your 
fine organization.” 





faster has also helped new car 
sales. The used car manager sets 
trade-in prices on new car sales; 
and since he has seen that Guar- 
anteed used cars are moving at a 
good price, he can “reach” to 
make more new d 


Wheels and Deals 


ADVERTISEMENT 


©U.C.I.T. Credit Corp. 





Money for Christmas ? 


HERE'S A $50 IDEA... 


Have you any pet sales idea that 
has proven successful for you— 
and that might be used to advan- 
tage by other dealers, salesmen 
or shop personnel to help them 
increase their sales? 

If so, jot down your idea and 
send it in to The Sales Ticker. 
We will pay $50 in cash for all 
acceptable “DID IT YOUR- 
SELF” automobile sales stories. 
Don’t worry about style or gram- 
mar—just give us the basic facts. 
We'll rewrite it into final form. 

For example, here’s one from a 
successful franchised dealer: ‘I 
mark my used cars prominently 
with the sellirig price and the 
price when new. My salesmen are 
instructed to emphasize the sav- 
ing and the value to the customer 
in getting all the car’s original 
superior features at the new low 
price.”’ It’s easy as that! 


Address your $50 idea to: Editor, 
Universal C.I.T. Sales Ticker, 
650 Madison Avenue, New York 
22, N. ae 
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BOCA RATON 


is your favorite as 
country club rab ok 


your favorite 
golf course Z 


your favorite 
restaurant 


your favorite 
fishing grounds 


your favorite 
spot to play 


—all rolled into one ! 


Lineker 


HOTEL AND CLUB 
BOCA RATON, FLORIDA 
Stuort L. Moore, President 
Robert B. Leggett, Monoger 
Brochure on request 








Giveaways | 
Gimmicks 


100 Gifts 


Our New Ideas 
and Creations 
Designed to 
Increase Your 
Sales 


GOOD WILL 


will tailor-make a gift to fit your 
business 


YOUR FIRM NAME 
IMPRINTED ON 
EVERY ITEM 


ALL PRODUCTS 
GUARANTEED 


IMPOSSIBLE TO BEAT OUR PRICE 


Call, or, write NOW at no 
cost or obligation. 








GOOD WILL PROMOTIONS 


91 East Broadway New York 2, N. Y. 
CO 7-8737 











\ » 
Every Car Needs Mileage Minder 


Nationwide acceptance! Gives better pickup 
, and power, stops gas waste. Easily installed 
between fuel pump and carburetor. Regulates 
and smooths flow of gasoline without reduc- 
ing or restricting factory recommended pres- 
sures. Bronze filter removes dirt and iron 
oxides, Stops flooding, dying, rough idling, 
vapor lock and excessive gas odors in car. 
Chrome finished. Money back guarantee. 
Price maintained at $6.95. Liberal trade dis- 
j counts apply. At your jobber now! Paser Mfg. 
Co., 533 Turk Street, San Francisco 2. 


AUTO 
} TURNTABLES 
* 


Manufactured by 


Macton Machinery Co. 
DYKE LANE 
| Stamford 2, 
Cona. 
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Five Rules Point Way 
To Improved Driving 


A five-point program designed to 
correct driving faults common to 
the most experienced vehicle opera- 
tors is featured in the current issue 
of Tax Economics Bulletin. 


The publication said that the 
“fundamental premise” of the 
program is that the average 
driver has faulty “seeing” habits. 
“In other words, he does not 
properly visualize the overall traffic 
pattern .. .” the bulletin said. “This 

. explains why ‘most accidents 

occur under ‘safe’ driving condi- 
tions.’” 

Here are the five recommended 
steps: 

1. “Aim high in driving.” Most 
drivers always try to keep extra 
space on their right. They tend to 
hug the left side of the lane. Driv- 
ers are urged to take an occasional 
quick glance well ahead at the cen- 
ter of the intended driving lane. 

The driver should “aim” his body 
for the lane center up ahead, then 
his car will automatically travel in 
the center of its lane. 

2. “Get the big picture.” Most 
drivers tend to fix their eyes on the 

ear directly in front, or, if the road 
is clear, on a point only a few hun- 
dred feet ahead. Recommended pro- 
cedure is for the driver to get the 
“big-picture” habit. 

He should view the car ahead 
as a small part of a big roadway 
scene, He should watch all ob- 
jects for a block ahead in town 
and half a mile ahead on rural 

roads. This gives him instant 
notice of any change in speed or 
direction by any car near or far 
ahead. 

3. “Keep your eyes moving.” The 
driver's eyes should stay no longer 
than two seconds on any part of 
the traffic picture that has no spe- 
cial significance to him. This helps 
to avoid the common fault of “fixed- 
stare” driving, which is the root 
cause of many accidents. 

4. “Leave yourself an out.” The 
driver should try at all times to 
have a safe stopping margin in 
front or open space on at least one 
side. He therefore is in a position 
to pick the line of least resistance 
and thus avoid impulsive and hur- 
ried moves and will learn to “blend 
well” with the traffic. 

5. “Make sure they see you.” It 
is important to anticipate moves 
and actions of other drivers. Most 
drivers have a dangerous habit of 


Firestone Opens 
Big Test Center 
In Southwest 


FORT STOCKTON, Tex.— The 
world’s largest automobile track 
and tire proving grounds has 
opened here with a series of tests 
and demonstrations attended by 
newsmen and officials of Firestone 
Tire & Rubber Co. 

Approximately 20 newsmen and 
Officials headed by President Ray- 
mond C. Firestone were present 
for official opening. The 7.712-mile 
track is the largest built for either 
testing or racing, the company said. 

More than 40 vehicles and 65 
technicians started wheels turning 
at the track. They are trained engi- 
neers who test and place their 
stamp of approval on all tires de- 
veloped for eventual use by the 
public. 

Firestone’s technical force lifted 
the wraps from a new truck tire 
that they feel promises to be one 
of the safest ever developed by the 
industry. It is a general purpose 
“Steelcord” truck tire. 

The tire’s body is constructed of 
steel cord instead of fabric. More 
than 200,000 heavy-duty “Steelcord” 
tires produced in the past have 
amassed 12 billion miles without a 
blowout, the company said. 

A new safety tire also was dis- 
played at the opening. It is a re- 
finement of Firestone’s “Supreme” 
tire. 

The new tire, the “Supreme 
Safety Airlock,” features a built-in 
spare which functions the same as 
an ordinary tire. The inner cham- 
ber, or built-in spare, supports the 
car in event the outer casing is 
deflated. 


trusting that other drivers or pedes- 
trians will do nothing unexpected. 
The driver should also anticipate 
his own moves well ahead of time. 


U.S. Curbs Urged 
On Car Power, 


Speed and Size 


Federal legislation to limit the 
horsepower, speed and size of autos 
has been urged by Oris E. Hamil- 
ton, Cincinnati safety director. He 
said it was “the only appreciable 
method for saving lives and pre- 
venting injuries in traffic acci- 
dents.” 

He would limit horsepower to 75, 
speed to 80 miles an hour, weight 
to 2,000 pounds and wheelbase to 
120 inches. 

Hamilton asked George W. 
Howie, city traffic engineer-utilities 
director, to submit the suggestions 
at a meeting of the President's 





Committee for Traffic Safety in 
Washington Dec. 9-10. 
“You can enforce (laws) and 


educate from here to eternity,” 
said Hamilton, “but you'll never 
stop the automotive slaughter with 
the present-day motcr-vehicle di- 
mensions.” 

He expressed doubt that limita- 
tions would be adopted on a volun- 
tary basis. 


Robot Controls 


Sign System Directs 


Traffic in Tunnel 


The nation’s latest step toward 
robot-controlled traffic is an alu- 
minum sign system with multi- 
message units which now helps di- 
rect the heavy flow of traffic in 
New York’s Lincoln Tunnel. 


Devised by the Port of New York | 
Authority, the aluminum sign struc- | 
tures and porcelain-enameled alu- 
minum signs comprise the nerve- 
center of a highly flexible traffic 
pattern. The pattern was designed 
to move vehicles quickly and safely 
along the world’s first triple-tube 
underwater roadway. 

The traffic pattern calls for vehi-| 
cles to move west from New York | 
to New Jersey through the north) 
tube. The south tube takes traffic) 
east into New York, while the cen-| 
ter tube, under ordinary conditions, 
carries one lane in each direction. 


At peak hours, both lanes of the| 








the state to make tests ranging 
from brake efficiency to driver eye- 
sight. He said the tests would be 
largely at the motorists’ own re- 
quest and would be of considerable 
benefit to them. 

aa 
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Plastic Windshield Liner 
Urged to Cut Facial Injuries 


A plastic surgeon has advocated 
installation of a plastic windshield 
as a “crash pad” inside present 
auto windshields to reduce the 
number of facial injuries. 

Dr. Frank Pirruccello of the 
Northwestern University Medical 
School, told the American Society 
of Plastic and Reconstruction 
Surgery at its convention in San 
Francisco that new curved wind- 
shields are responsible for more 
facial injuries than the old flat ones. 

* 7 
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Minimum Speed Urged 
For Vermont Highways 


State Motor Vehicle Commis- 
sioner H. Elmer Marsh has de- ® : 
clared Vermont needs a minimum Training a Dealer's Son— 
highway-speed law. | Dave Holt, left, son of Dewey Holt of 

“It is a known fact,” Marsh said, | Holt-Brown (DeSoto), Ontario, Calif., gets 
“that a driver in front of a line| service advice from DeSoto Service Dj. 
of five to 15 cars definitely creates | rector R. W. Utley at the DeSoto plan 
a traffic hazard, especially when} during his six-week training in Detroit, 
the second car in line does not! Holt was in Detroit attending the Chry: 
attempt to pass when the way is|ler Corp. dealer-son conference prior to 
clear.” | joining the California dealership. 











How They're Pushing Sales .. . 





Dealer Ad Ideas 


Beach would be awarded as door 
prize. 


Anti-Big Carage? 

— Rambler-Metropolitan deal- 
ership of Monrovia, Calif., of 

which Dean Silcott is the head, has 

a big poster in one of its show 

windows picturing a garage door 

from which the rear end of a big| Week traffic in its used-car 

car sticks out for about a third of| department by promoting Tuesday 

the length of the car. A worried-| specials. ; 

looking man with a saw in his| The Tuesday specials are de 


* * * 


Tuesday Specials Promoted 


UDGE’S, Ford dealer in Roches- 
ter, N. Y., is stimulating early- 


|hands stands looking at it. The | Signed to attract more customers 


legend reads: | during the early part of the week, 


“Why build on to your garage? | Stns away from weekend con- 


Buy a Rambler.” centration. ‘ 


a Oh What a ‘Dah? 


Repeats Contest A. PICTURE worth the prover- 
Bank Motors, Plymouth dealer- bial 1,000 words was used by 
ship on Manchester Ave., Los | Dahl Chevrolet in an advertisement 
Angeles, has begun its second |in the Oakland (Calif.) Tribune. 
contest, which is called “Key to |The ad showed a blonde and made 
the Bank Vault.” Those who | its point with only four words: “Oh 
enter it must complete a sentence | What A ‘Dahl.’” 

in 25 words or less about the new * 
Plymouth, The winner is to re- 
ceive a new Plymouth every year 
for 10 years. 
> 


> > 
Terse Verse 
1D  yy-wemegggecs PONTIAC, Washing- 


ton, waxed poetic as it cam- 
- paigned against Sunday sales in the 
Big Day at Al-Warren auto industry. Bendall’s bard 
HE introduction of the 1958 Ford | wrote: 
was a gala occasion at Browse on Sunday 


> * 


center tube speed vehicles in the| by Holly Arnell, “Miss New Hamp- 
direction of the major traffic flow.|shire of 1957,” and the men who 
At the heart of the traffic-managing | handle the dealership’s programs 
system, which must stop and re-|on WMUR-TV and WGIR. An or- 
verse vehicular traffic movement in| chestra was on hand to provide 
the center tube, are 77 porcelain-| music for the visitors. 
enamel-on-aluminum signs which| A full-page advertisement in local 
control the change in traffic flow. | newspapers heralded the event and 
. 2 6 | announced that a free trip to Miami 


Al-Warren Ford, Manchester, N. H. Do not buy! 
Attractions included appearances Shop on Monday 
This is Why: 


Selections are better 
During the week; 

All dealers are open 
For a better peek. 

Observing the “Good Book” 
We believe best —- 

“Siz days shalt thou labor,” 
On the seventh—you rest. 





summarizing seven years of re- 
search and experimentation on auto | 
collisions, is now available from) 
Educational Film Sales Dept., Uni- 
versity Extension, University of 
California, Los Angeles 24, Calif. | 
Rental price is $2.50; purchase | 
price, $55. 


* 5 * 


Traffic Seminar Slated 


Traffic engineers from all sections | 
of the country will meet March 3-| 
21 in Evanston, Ill, for a seminar | 
offered by the traffic Institute of | 
Northwestern University. It will| 
stress better methods of traffic re-| 
search, control and planning in the 
light of rising traffic volumes and| 
the new roadbuilding programs. 
The seminar is designed for per-| 
sonnel with engineering training or | 
experience. | 


Crash-Research Film 7 
“Impact,” a 16-millimeter film | 5 P 4 ] 


Mobile Laboratory to Aid 


New Hampshire Drivers 
Approximately $25,000 netted from 
New Hampshire’s new $5 initial 
number plates will be used to equip 
a mobile laboratory to aid motor- 
ists, according to Motor Vehicle 
Commissioner Frederick N. Clarke. 


Clarke said the lab would tour 


BUICK 





COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


STERY |i 
LORAY.! 








Special, Century 





It of 


plont 





EW 





NOW THAT ALL 1958 CAR PRICES 
HAVE BEEN ANNOUNCED ... 
THE PROOF IS STRONGER THAN EVER... 


This Is The Year For 


RAMBLER — 


...and for Rambler Dealers! 


Look At 
the Facts: 


IN THE Low PRICE FIELD: 
rice 
priced cars - -° 


far lower 
del for model, Rambler prices are 
Mode 
than other popular low 


as much as $139.00 lower 
LD: 
IN THE MEDIUM PRICE FIE 


g 


vantage 





And price 
We Have the Product4.. 
We Have the Market... 
YOU Have the Opportunity! 


00 lower 
as much as $385 MAIL THIS COUPON TODAY! 


! 
} 
} 
| 
| 
I 
3 
| 
| 
| 
| 
| 
| 
| 
| 
s 


Director of Dealer Development 

American Motors Corporation 

Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 





ADDRESS. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


i ee 
Feb. 


Prices of 'S7s added and '49s dropped in November, 1956. Prices of ‘58s added and '50s dropped in December, 1957. 


Market Trend 


The ’58 have been added this 
week to Automotive News’ index 
of used cars sold at wholesale 
auction. Prices of '50s have been 
dropped. 

As a result, the new overall 
average of $1,045 is not compara- 
ble with the preceding week’s 
overall average of $751. When ’57s 
were first added to the index, ap- 
proximately a year ago, the aver- 
age was $1,046. 

The average price of ’585 alone 
last week was $2,781. The only 
increase on older models was 
noted on ’56s, which went up $13. 

Decreases amounted to $88 on 
"Sis, $48 on "54s, $41 on '53s, $33 
on 55s, $25 on "51s and $12 on "52s. 
New lows were established for all 
models except '56s. 

At a group of representative 
auctions last week, the average 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








Auctioneers: 
Weed and Dean Devis 


Colonels 
All cars paid for by our own check through 
The Bank 


of Denver 


——$— 
———— 


MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Burden-Caswell-Nace-Dudiey 
Auctioneer: Harvey Greenwood 


Sale every Tuesday at Il A.M. 
Phone Sherman 4-3263 


DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 


4575 So. Sante Fe 
Ph: SU 1-6673 — Edgar Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Guarantee Titles 





CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





FLORIDA 





DAYTONA BEACH — Florida Auto 
Tues., 


Auction. Municipal oem, 
11 A.M. Completely © shelter. 





Littleton, Colo. 


| 


2 
8 : 
7 T 93 
4 57 
22 


"66 4°57 66 '57T 
Apr. May 





"56 '57 
March 


"56 
dune 





"57 "36 'S7 


duly 


"56 57 
Aug, 


"56 
Sept. 


Figures alongside bars represent dollars. 


consignment was 158.1 units, com- 
pared with 199.1 a week earlier. 
The sales ratio was 66.8 percent, 
compared with 62.7 in the pre- 
vious week, 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale of Nov. 26.) 

(Market still weak, but bidding and 
sales activity much improved. Sold 86 
ears out of 149 consignments.) 


BUICK—’'57 Super 2-dr., $2,350° (ps); Spe- | 


cial Riviera, $2,200° (ps), $2,115*; Cen- 
tury 4-dr., $2,100° (ps). ‘56 Super 4-dr., 
$1,675° (ps); Riviera, $1,630° (ps); 2- 
dr., $1,610° (ps); Special conv., $1,575*° 
(ps); 4-dr.. $1,530°, $1,250°; 2-dr., 
200°. '55 Special 4-dr., $1,130*, $1,050°, 
$1,105°, $1,080°, $800°; RM 4-dr., 
105° (ps); Super 2-dr., $1,075*. '54 Super 
2-dr., $925°, $705°; Special 2-dr., $670°, 
$595°; 4-dr., $670°. ‘53 Special 4-dr., 
$670°, $595°. 


MICHIGAN 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigon 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sele 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 


JACKSON — Greater Jackson Auto 
Auction, Inc., Wilmington St., P. O. 
Box 8468, Wednesday, 12:30 P. M. 








CLASSIFIED WANT ADS 
BRING RESULTS 





| CADILLAC—'55 (62) club coupe, $1,980° 


| (ps). '54 coupe de Ville, $1,725° (ps); 
| (62) 4-dr., $1,450° (ps). '49 (62) 4-dr., 
$180°. 


CHEVROLET—'57 Two-ten station wagon, 
$1,850*; Bel Air (8) 4-dr., $1,790* (ps); 
conv., $1,675*. °55 Two-ten station wag- 
on, $1,100; 2-dr., $750°; Bel Air 2-dr., 
$870°. °54 Delray 2-dr., $515°, 
Air 4-dr., $500° (ps). °52 2-dr., 

} $250°. ‘51 4-dr., $215°. 

| DesoTo ‘53 Firedome 4-dr., $315* 

| DODGE—’55 Royal Lancer 4-dr., 

(ps); Coronet club coupe, $835°. 

FORD—'57 Skyliner conv., $2,275*; Fair- 


"53 Bel 
$275°*, 


(ps). 
$1,015* 


$1,- | 
$1,- | 


OLDSMOBILE —'56 


lane (8) 500 2-dr., $1,775° (ps), $1,670°; 


4-dr., $1,730° (ps). ‘56 Fairlane (8) Vic- | 


toria, $1,390°; 4-dr., $1,315* (ps); Coun- 
try sedan, $1,160°. '55 Fairlane (8) conv., 
$970*, $940°; 4-dr., $830°; 2-dr., $785*; 
Ranch Wagon, $705. ‘54 station wagon, 
$710; Custom (8) 2-dr., $560, $545; Main 
(6) 4-dr., $465. "53 Victoria, $485°*; Cus- 


tom (8) 4-dr., $450; 2-dr., $385, $280; 
Main (8) 2-dr., $305. 
HUDSON — ‘56 Wasp 4-dr., $1,050°. ‘52 


Hornet club coupe, $150. 


LINCOLN — '54 Cosmopolitan club coupe, 


$710° 


MERC U R Y¥—'52 Monterey club coupe, 


$275°. 
(88) club coupe, §$1,- 
600°. "55 (98) Holiday, $1,400° (ps); (88) 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 











Crossroads of the East 


JUNCTION OF PENNSYLVANIA AND 
NEW JERSEY TURNPIKES 


N. A. D. E. 


Dual Lane Sale — Every 


WEDNESDAY, 11 A.M. 


We issue auction checks, guarantee titles 


NATIONAL AUTO 
DEALERS EXCHANGE 


Route 206 South, Bordentown, N. J. 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 





MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK... 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





Phone Dunkirk 3-0150 


"57 


— 
| 


| 








"66 S57 
Oct. 





4-dr. Holiday, $1,280*. '54 (98) Holiday, 
$1,065* (ps); (88) Super 4-dr., $700*°. '50 | 
club coupe, $180*; 4-dr., $140°*. 


PLYMOUTH—’55 Savoy 4-dr., $630. | 
PONTIAC — '57 Chieftain 4-dr. Catalina, | 
$2,050* (ps); 2-dr. sedan, $1,725°. °'56/ 
Star Chief Catalina coupe, $1,565° (ps). | 
'55 Chieftain 4-dr., $885°*. | 
RAMBLER —’55 Custom station wagon, | 
$985°*. | 





STUDEBAKER —’55 President 4-dr., $650*. | 


— 


2-dr., $275. 51 Custom 2-dr., $220". 
LINCOLN—’53 4-dr., $530* (ps). 


MERCURY—’56 Monterey Hardtop, $1,305 
’53 Custom Hardtop, $515, $400; 4-dr 
sedan, $400*. 


OLDSMOBILE—’54 (98) Hardtop, $1,059 
(ps). "53 (98) Hardtop, $565* (ps). '§) 
(98) 4-dr., $270*. 

PACKARD—’53 Clipper 4-dr., $290*. 

PLYMOUTH— 54 Belvedere 4-dr., $525. '53 
Cranbrook coupe, $385; 4-dr., $315*. 

PONTIAC—’ 57 Chieftain Catalina Hardtop 
$2,200* (ps). ’53 Chieftain 4-dr., $285" 

RAMBLER—’56 4-dr., $1,070*. 


LOS ANGELES 


(Harold Henry’s Los Angeles Auto Aue. 
tion. Sale every Tuesday. Prices are fo 
sale of Nov. 19.) 

BUICK—’56 Century Riviera, $1,465* (ps). 
conv., $1,440* (ps). °55 Special 2-dr. 
Riviera, $1,145*. "53 Super 4-dr., $550*; 
Riviera, $485*; RM conv., $400; Specia) 
4-dr., $280*. '51 Special 4-dr., $105. 

CADILLAC—’57 (60) 4-dr., $4,600* (ps): 
coupe de Ville, $4,285* (ps); sedan d@& 
Ville, $4,195* (ps). °56 sedan de Ville 
$3,410* (ps); coupe de. Ville, $3,300 
(ps); 4-dr., $2,735* (ps); (60) 4-dr, 
$3,280* (ps), $3,060* (ps); conv., $3,000" 
(ps). °55 coupe de Ville, 2 at $2,650 
(ps), $2,600* (ps); (62) 4-dr., $2,430 
(ps). °53 (62) coupe, $965* (ps). ’52 
coupe de Ville, $900* (ps). "51 (62) coupe 
$500*. 

CHEVROLET—’'58 Impala Sport coupe, $3,. 
050* (ps), $2,950* (ps), $2,885*; Bel Air 
(8) Sport coupe, $2,875*, $2,850*. ’57 
Bel Air (8) Sport sedan, $2,275*, $1,985* 
(ps); 4-dr., $2,075*; Sport coupe, $1,. 
995*, $1,940* (ps), $1,900* (ps); Bel Air 
(6) 2-dr. $1,675*; Two-ten station wag. 
on, $2,215*; Delray coupe, $1,845*; One. 
fifty (6) 2-dr., $1,300. °56 Corvette $2,. 
200*; Bel station wagon, $1,810* 
(ps); Nomad station wagon, $1,780*; 
Sport coupe, $1,805* (ps), $1,610*; Sport 


Air 


MISCELLANEOUS—’57 Volkswagen 2-dr., sedan, $1,705* (ps), $1,495°, $1,495; 
$1,635; English Ford, $1,300. '50 Ford Two-ten (8) 4-dr., $1,355*, $1,205*. '55 
pickup, $225. Corvette, $1,625*; Bel Air (8) 6 pass, 

station wagon, $1,555* (ps); Sport coupe, 
BUFFALO $1,475*, $1,370*, $1,215*; 4-dr., $1,175*, 


(Thruway Auto Auction, Inc. Sale every 
Monday. Prices are for sale of Nov. 25.) 
(Weather was cold, but the buyers were 
hot especially on clean '53s, ’54s and ’55s. 
Sold 32 cars out of 60 consignments.) 
BUICK—’54 Special 4-dr., $645*, $535. 
CADILLAC—’50 (62) 4-dr., $390°. 
CHEVROLET —'56 Two-ten (6) station 
wagon, $1,175: 2-dr. sedan, $900. ‘55 
Two-ten 2-dr., $900*°. '53 Bel Air conv., 
| $250; Two-ten 4-dr.. $285. "52 Hardtop, 
$285; 2-dr. sedan, $250*. i 
DODGE—'53 Coronet 4-dr., $235*. "52 Cor- 
onet 4-dr., $250°. 
| FORD 
(ps). 





“56 Fairlane Town sedan, $1,150*° 
‘55 Fairlane 4-dr., $925. "53 Main 


LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, I-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 


NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Every Monday — |! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State, Insured 
Checks and Titles (Wed.). 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








Thruway Auto Auction, Inc. 
Route 18B Buffalo, New York 
EVERY MONDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Cali us, we'll 
pick you up. 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 





$1,170*, $1,165*, $1,160*, $1,155; Bel Air 
(6) coupe, $1,160*, $1,145*; Two-ten (6) 
station wagon, $1,150, $935; 2-dr., $1,- 
095*, $910, $905; Delray coupe, $1,075*, 
$850°, $760°; sedan, $755, $740. "54 Cor- 
vette, $1,385*; Bel Air Sport coupe, 
$850°; 4-dr., $690*; Two-ten 4-dr., $630, 
$625. ‘53 Bel Air, 4-dr., $620*, - $535*, 
$525*. °51 4-dr., $185. °49 coupe, $195. 
CHRYSLER — ‘56 Windsor 4-dr., $1,795* 
(ps). "53 Windsor 4-dr., $280° (ps). 
DeSOTO—’58 Fireflite Sportsman, $3,625* 
(ps). '53 Powermaster club coupe, $290*, 
DODGE—’'57 Coronet coupe, $2,100* (ps). 
"56 Custom (8) 4-dr., $1,350°. ‘55 Cor- 
onet Hardtop, $1,030°; 2-dr.. $960°. ‘53 
(Continued on Page 15, Col. 1) 








OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 





PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





\ 





CANADA 


GRAND OL" AUCTION 
Ltd. 
¥% mile South of London, Ont. 
on Highway No, 2 
“We are nice to people.” 
EVERY MONDAY—1:30 P. M. (Year Round) 
Licensed Dealers Only 








SERVING SOUTHWESTERN ONTARIO 


Cheque and Lien Insurance 


Crossroads 


- - + where they meet .. . buyers 
and sellers... 


new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in.Automotive News. 
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° fe g ; 
20°. ane R 56 NY 4-dr., $1,935 (ps), $1,030*; Hardtop, $900* (ps). '55 Belve- 
Wineser Teer, Sumer’ (ols mew Model dere 4-dr., $820°, $800* (ps); Savoy 4-dr., 
$1, 305°, $1,635°. (ps). "55. NY Hardtop, $1,200 odel Breakdown Belvedere a-dr.. $608"; dr $460; Plaza 
a (ps) ; ; a 7 elvedere 4-dr., *; 2-dr., $460; Plaza 
d 3015°; an a ore’ te) Fiitoe ee: Of Auction Averages station wagon, $430; Savoy 2-dr., $400°. 
$1,059: port, $790°. Dec., 1957 Nov.,  Oct., —— a 
s). “a a a Firefiite 4-dr., $2,075* (ps); Model To Date 1957 MT | seermag/0s Chtetiedn Celie. Ge 
; ardtop, ’ (ps). ’56 Fir -dr. 2 pea eftain Catalina, : 
. (Continued from Page 14) $1,655° (pa); Sportuman, §LO75° (pe), = bacaneesinnee am een unis ‘cdr, $775°. (04 Star Chief Catalina, 
525, * 2-dr., $1,575* (ps); sedan ' © 55 | BBD... eeees a o Chieftain Catalina, 45°; 2- 
-. e Coronet _4-dr., $250*; Meadowbrook 2-| 4-dr., $500*, $350°, $320°, §315°; RM 4-| Firedome Hardtop, $008" (ps), "53 i-dr| 1956 1320 1,307 “iss ar., $300; 4-dr., §250°. "62 2dr, $228"; 
lardtop ir. $235*. "49 Coronet 4-dr., $150*. dr., $415* (ps). ’52 Super 4-dr., $370*. $525*; Hardtop, $350*, $255° (ps). ’ oe . ’ Catalina, §200°. 
$235" [fF yoRD—'58 Fairlane (8) 500 Skyliner, $3.-| CADILLAC —'58 coupe de Ville, $5,250* | DODGE—’56 Coronet Hardtop, $1,280°. '55| son, °°" 976 §=61,009 Ss: 1,087 | RAMBLER—'56 station wagon, $1,185°. 
135% (ps). '57 Thunderbird, $3,020°, $2.-| (os); (62) 4-dr., $5,000* (ps); coupe, $4 Coronet Hardtop, $620. 53 Coronet Hard-| 1954 641 689 737 | STUDEBAKER —°56 Sky Hawk. $1,100°. 
625* (ps); Fairlane (8) 500 Victoria, 900°’ (ps) "BT (82) - Pi 4 — »* top, $325*; 4-dr.. $280, $225. 400 441 471 ‘55 Champion 2-dr., $445, $310. 
$2,035° (ps), $2,025° (ps), $1,950" (PS); | 90° (ps); aan? Gane; a $3, | EDSEL—’58 Corsair, $2,930* (ps). WILLYS—’53 station’ wagon, $360 
conv., $2,000 (ps); Town’ sedan, $1,925°| $3 gsoer( 5) “gavabo* i D: 4’ g3:626¢ | FORD — °57 Ranch’ Wagon, $1,920* (ps); 261 273 297 | MISCELLANEOUS—'56 Volkswagen 2-dr 
Oo Aue. (ps); Fairlane (8) Victoria, $1,850° (ps); (ps) ?s attnn de Ville. $2 she" ) Fairlane (8) 500 Victoria, $1,910* (ps), 191 216 220. $1,400, $1,375, $1,360, $1,245. ” 
ire for sedan, $1,830"; Custom ge uade. 92,908° $2.710° (ps), $2,600" (ps); coupe de Sa (pe), $1-825° (pe), $1,670* (ps): * 190 185 
710*. °56 Thunderbira, : A " Ag S ; : Yountry uire. ,890* ’ (ps), 1,600; 
* (ps); ton) Fairlane (8) Victoria, $1,460*, $1,- 52.866" joey se thane. oe 5s5° bo Custom 300 4-dr., $1,335; 2dr. sre Overall PORTLAND, ORE. 
| ood 450%, $1,425° (ps), $1,420° (ps), $1,380°; (60) sedan, $2,235* (ps), $1,935* (ps): ‘56 Thunderbird, $2,200* (ps); Fairlane Average $1,045 $ 751 $ 795 (Portland Auto Auction, Inc, Sale every 
$550°; 4-dr., $1,230%, $1,185; club sedan. $1,- coupe de Ville 32 120° (ps) "ba coupe és (8) Victoria, $1,355*, $1,090*; conv., $1,- * Not puted Tuesday. Prices are for sale of Nov. 26.) 
‘tee 205°, $1,200*; Custom (8) Ranch Wagon,| ville, $1,810* (ps); sedan, $1,690* (p8).| Gratin rg. or tsde, $980"; 2-dr., $945; ie BUICK—’56 Special 4-dr, Hardtop, $1,545°. 
5. $1,325*; Hardtop, eS ae "52 (62) 4-dr., $760* (ps). , e con ees, wee $720. °55 Country | "55 a e 4-dr. station wagon, $1,725* 
(ps) 075; club sedan, $1,015*; 2-dr., | CHE nan» ; uire, ; Fairlane (8) Victoria, $850; | ; (ps). "54 RM conv., $1,100* (ps); Su 
lan S10 ‘55 Thunderbird, $2,170*, $2,100°; “SLGGees ieee 58 Nomad station wagon,| 2-dr., $835, $635; conv., $625°, soos’: OLDSMOBILE—'58 (98) Holiday coupe, $3,-| 2-dr. Hardtop, $1078°; Special oar, 
Ville Country sedan, $1,325*, $1,150°; Fairlane of De oe = (8) 4-dr., $2,475 (ps). 54 Ranch Wagon, $855; Crest 2-dr., 550 (ps). 57 (88) Holiday, $2,390* (ps), $780. '53 Super 4-dr., $500* (ps), $410*, 
$3, 300° (2) Victoria, $1,100*%; club sedan, $1,025°; $1 450°: = (8) 4-dr., $1,865 (ps); 2-dr., | $785°*; 4-dr., $610* (ps), $525*, $465* $2,010 (ps). '56 (98) Holiday, $1,815* $355°; 2-dr., $445. '51 Super 2-dr., $220*. 
4-dr Main (8) Ranch Wagon, $1.000; conv., 370°: 3 a a 4-dr., $1,685*, $1,- (ps); Victoria, $565, $535*; conv., $505*, (ps); -{88) Super Holiday, $1,700* (ps), "50 Special 3-dr., $100. 
53,000" eo50*: Custom (6) 2-dr., $860, $825°, | $1 875: 2d $1,425; Two-ten (6) 4-dr., 53 Crest (8) 4-dr., $375, $285; 2-dr., $1,590 (ps) ; 4-dr., $1,545*; (88) Holi- | CADILLAC—'53 (62) coupe de Ville, $1,- 
52, 650° $220°. °54 Crest Victoria, $825°, $620;/ 91"350" .56 oe $1,550*, $1,450°, $1,360,| $225; Main 2-dr., $330. ’52 Crest Vic-| @Y, $1,525°. "55 (98) Holiday, $1,505*| 160° (ps). 
52, 430° sony. $630%, $575°: Ranch Wagon, $610;/ $1°si9%. woten is Bel Air (8) coupe,| toria, $350; conv., $305*; Main 2-dr.,| (PS); (88) Super Holiday $1,460° (ps), | CHEVROLET—’58 Delray (6) sedan, $2- 
). "52 Custom (8) 2-dr., $595*; Country Squire. 350°: 4. ir. $1,260". wy wagon, $1,-/ $240. '51 station wagon, $300; Victoria, $1,500° (ps), $1,415°, $1,295°; 4-dr., $1,-| 025. '57 Corvette, $3,365; Two-ten %; 
Coupe 540: 4-dr., $420. $325%; couve. $420. °52/ ja, ig) ‘ea 31 sabe, o- ° aod Two- $270°. : a. ae (ps), $1,085° (ps). "54 (98) | 4-dr. station wagon, $2,225*, $2,090°; 
Main (8) 2-dr., $310: 4-dr.. $260; Custom| 55 (9) 4_ar station w -dr., $ 85, $930. HUDSON—’'54 Wasp 4-dr., $300. ’53 Hor- | ad $1,165* (ps); (88) Super 4-dr., 4-dr.' sedan, $1,700*; Bel Air (8) Hard- 
e. $3,- club coupe, $225°. '51 Custom (8) 2-dr.,| 44, station wagon, S0ab; 4 $1,250*; (6)| net coupe, $350°. $815°. 53 (88) 4-dr., $675; 2-dr., $235;| top, $1,995*; 4-dr., $1,850°, $1,850, $1,- 
sel Air $205; 4-dr., $175 $155*. °49 conv., $135; top $1 130°. Jone’ aa 0; Bel Air Hard- LINCOLN — ‘57 Premiere coupe, $2,975* pad conv., $510* (ps); 4-dr., $490°* (ps); 825. '56 Bel Air Hardtop, $1,625*; 4-dr. 
., 4-dr., $105. 41 station wagon, $100. 2-dr.. $1,008*, $930, $825: $1,050°, $710;| (ps). 56 Premiere coupe, $2,210* (ps).| {88) Super 4-dr., $465°. '52 (88) Super| station wagon, $1,585* (ps); Two-ten (8) 
1, 985" IMPERIAL—’57 conv., $4,100* (ps); 4-dr., $965, $as0*. $695°." La ; oo eee 4-dr., 54 Capri coupe, $830° (ps). 2-dr., $320. 4-dr, station wagon, $1,520*; 2-dr. sedan, 
, $1, " $3,100* (ps). ton ade $595 seis. 24 $ ate. Two- MERCURY— 56 Montclair Hardtop, $1,485* | PACKARD — '55 ‘‘400’’ Hardtop, $1,265* $1,095; One-fifty (6) 4-dr., $1,070. "55 
el Alt LINCOLN — '56 Premiere coupe, $2,600°| 4a, gesse ‘g545.''53 — Ai . Air| (ps); _2-dr., $1,200°; Custom 4-dr. Hard- (ps). ’53 Clipper 4-dr., $445*, $270°. Two-ten (8) Delray, $1,185*, $1,100; 4- 
‘On (ps). "54 Capri coupe, $1.150 | $545°, $460, $445*, $435° $405, ga05: Come ate, 55 Hardtop, 9006°; 4-dr., | PLYMOUTH—S6 Belvedere Hardtop, $2,- dr., $1,170*; Two-ten (6) 4-dr., $925, ’54 
; One. MERCURY—'57 Montclair coupe. $2,400* Hardtop $370: Two-ten’ 2-dr.’ °° $810°, $775* (ps). °54 Custom 2-dr., 500° (ps). '57 Belvedere Sport coupe, $1,- Two-ten 4-dr., $725. "53 Bel Air Hardtop, 
e $2, ™(ps). '56 Montclair coupe, $1,715° (Ps);| $479: 4-dr’ station wagon, $265 ae 850°, $1,800*; Plaza sedan, $1,430*. '56| $805; Two-ten Hardtop, $635; 2-dr., $565, 
— station wagon, $1,675° (ps); Monterey| Gp. g329¢. ” _ ao 55 station wagon, $1,095. '53 2- Suburban station wagon, $1,315*; Belve- $555; 4-dr., $520, $450. '52 club coupe, 
,780*; coune, $1,250*%. "55 Monterey coupe $1.-| ** . dr., $280; 4-dr., $200. dere 4-dr., $1,275* (ps); station wagon, (Continued on Page 20, Col. 1) 
Sport 950°, $1,125*. °54 Custom 4-dr., $575°. we 
1,495; 52 Monterey coupe, $400*; Custom coupe, 
*. "55 $365*; 4-dr., $325. "51 club coupe, $135. | 
pase, NASH —’52 Ambassador 4-dr., $200°; 
couee, Statesman 4-dr., $200*, $185°. 
175°, OLDSMOBILE—'57 (88) Super conv., $2,- 
el Air 400° (ps); 4-dr., $2,385° (ps), $2,295* 
in (6) (ps): (88) Holiday coupe, $2,310* (ps). 
» $1, "56 (98) Holiday coupe, $1.760° (ps); 
075°, (88) Holiday coupe, $1.700*, $1,570* (ps). | 
Cor- '55 (98) Holiday, $1,660° (ps). $1,580° 
oupe, (ps); (88) Holiday coupe, $1,280°. $1,-| 
$630, 155°: 4-dr., $1,255*. ‘54 (88) Super 
6535°, conv.. $1.000* (ps); Holiday coupe, $890° | 
195. (ps): 4-dr., $730° (ps). "51 (98) 4-dr., | 
L, 795° $120*, $130*, "49 (88) 4-dr., $190°. 
. PLYMOUTH—'58 Custom (8) 9 pass. sta-| 
}, 625° tion wagon, $2,875*. '57 Plaza (6) sedan, 
5290°, $1,435. '54 Plaza station wagon, $600; | 
‘ps). Belvedere 4-dr., $495*. "53 station wagon, 
Cor. $550; Belvedere sedan, $440; 4-dr., $410, 
. "58 $385, $300, '51 conv. $175; sedan, $130. | 


"49 4-dr., $400. | 
— PONTIAC—'56 Chieftain Catalina, $1,275°; 
coupe, $1.255*, $1,225°. ‘55 Star Chief | 
4-dr., $1,200° (ps); Chieftain. Catalina, | 
$1,000*: 2-dr., $865*. "53 Custom Cata-| 
lina, $400* (ps). '50 Catalina, $275. 
RAMBLER—’56 Cross Country, $1,500. 
STUDEBAKER — ‘55 Commander 4-dr.,| 
$735. "52 Commander 4-dr., $185. "50 2- 
dr., $205; coupe. $130. 
MISCELLANEOUS—’'57 Hillman Minx 4- 
dr.. $1,320: Renault 4-dr., $1,360; Volvo 
2-dr., $1.495. "56 Chevrolet Cameo Car- 
rier, $1,240, $1,050: Borgward 2-dr., $1,- 
630; Simca 4-dr.. $975, $830; Volkswagen 
2-dr.. $1,460, $1,415. °55 Austin-Healey | 
roadster, $1,575; Volkswagen 2-dr., $1,- 
210; Chevrolet Carryall $1,025. '54 Chev- 
rolet %-ton pickup, $720: Jaguar conv., 
$1,075. '53 Sunbeam roadster, $650. 52 | 
Studebaker %-ton pickup, $265. '51 Dodge 
co. %-ton pickup, $255. "50 Chevrolet %-ton 
pickup, $300. ‘48 International 1i-ton 
panel, $140. 


DYER, IND. | 


(Dyer Auto Auction, Sale every Friday. | 

sset Prices are for sale of Nov. 22.) 

- 9535 (Market soft on all models except sharp 
cars and "54s and down. Sold 170 cars 

—— ont of 303). | 

BUICK—’56 Century 4-dr. Riviera, $1,560° 
(ps). "55 Century 4-dr. Riviera, $1,190° | 

———4 (ps). "54 Super Riviera, $640°. "53 RM 
4-dr., $390* (ps), $305* (ps); Special 4- 

Cc. dr.. $285; Super Riviera, 2 at $650°, 
$500°, $425°; 4-dr., $385° (ps); sedan, 
$340° ‘ps). 

CADILLAC—'54 (62) 4-dr., $1,575° (ps). 

. CHEVROLET — ‘57 Two-ten (8) station 
wagon, $1,790; Bel Air (8) 4-dr. Hard- 
top, $1,785°. °56 Bel Air (8) station} 
wagon, $1,250°; Two-ten (8) 4-dr., $995. 
"55 Bel Air (8) coupe, $1,080° (ps), 
$995°; Bel Air (6) 2-dr., $840, $700; 

—— Two-ten (6) station wagon, $860; One- 

— fifty (6) 2-dr., $685. °54 Bel Air 4-dr., 
$675° (ps). °53 One-fifty club coupe, 

- $265; Two-ten 2-dr., $265. 

CHRYSLER—’'54 NY 4-dr., $735°. 

ON DODGE—'55 Coronet conv., $740. '53 Mead- 

' owbrook 4-dr., $330; Coronet 2-dr., $200; 

ash. 4-dr., $370. 

FORD—’57 Fairlane (8) 500 4-dr., $1,675°; 
Custom 300 4-dr., $1,600*°, $1,390°; Cus- 
tom (8) 2-dr.,. $985, $970. '55 (8) Coun- 
try sedan, $1,150*%; Custom (8) 2-dr., 


ck" 775°; 4-dr., $735*, $680; Main (8) 4-dr., ° . 
ct far eS tar $008, Zar. control of year-to-date figures of every kind, every day, 


RRC ORY “ioe "Medaliat ar "sims, 259 is yours with the BURROUGHS SENSIMATIC. 


— $300*; 2-dr., $410. 











| OLDSMOBILE—’57 (88) Super 4-dr., $2,- e ° 
220° (pe). °S6 (88) 4-dr., $1.335°, °64 As an automobile dealer you must = automatically.)Because many dealers «= “S”"POUSHS" AND “'SENSIMATIC” ARE TRADEMARKS. 
$4900 ca : c . , cae work with an endless barrage of fig- report savings of $200-$500 a month, 
ee ; : : 
ge gets en _ fl - ures every day. They must be fresh, you'll find the Sensimatic often 
Plaza 4-ar., 3525. me} Cranbrook 2-r., too—complete, at your fingertips— pays for itself in less than 2 years. 
: 5; 4-dr., ; club coupe, ‘ . ’ 
PONTIAC—'55 Star Chief Catalina, '$1,- if you’re to have an accurate profit- For the whole story just call 
nd) | 2atr, $onde.W04 Chieftain ddr.» Huts and-loss picture of your business oo ty branch office and eak for a 
'53 Chieftain 2-dr., $200. as the basis for countless decisions. = y branch office and ask for a 
RAMBLER—’57 Cross Country, $1,780, °55 copy of our free booklet on Auto- 
10 See Couatey, (O68, “SS cite wage, The answer: the Burroughs Sensi motive Dealer Accounting Systems. 
TU 7 ee . r e r . 7 ” 
ee SS Commenter SG, matic 500 . . . the accounting Or write to Burroughs Division, 
MISOELLA NEOUS 557 Shevroiet %4-ton machine with which you can mech- Burroughs Corp., Detroit 32, Mich. 
A , e evrole’ -ton . > . 
ica ons "ts betes tien wine anize your entire bookkeeping set- ion lm: “ 9» 
$325; Studebaker 2-ton tractor, $285. up without changin f: our new film: “The Open Road. 
P ee g your factory- No obligation! A new insight into 
eo GE eo ef approved system. Sensimatic savings told in dealers’ 
uto uction, e ever es- : . ° 
aay, Prices are for sale of Nov. 26.) With the Sensimatic, even the own words. 
Sold cars out of 569.) can hro 
BUICK—’57 Century Riviera, $2,200* (ps), newest operator e. race t ugh 
$2,160* (ps). °56 Super Riviera, $1,535* your daily accounting work, making 
(ps); Special Riviera, $1,375*. °55 Cen- . "ai 
tury Riviera, §1,235*" (ps), $1,195*, $1,- necessary figure facts immediately 
; Specia viera, $1,160*; 8 aila anagem tals 
Riviera, $900* (ps). ’54 i 4-dr., $700" av ble for m ent. (It to 





(ps); Special Riviera, $615*, '53 Super up to 19 different columns of figures 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news and 
views for our dealers—and 
one more reason why it’s 


a ; aes a great for you to be a dealer in 
a eee ee : ™ ; satinental, of models is 
PULL LANE — Por the first time since the introduction of the Continental, a full line ~irastibie the Ford Family of Fine Cars. NO. 60 OF A SERIES 


peing oO e © i je are «1 four-door hardtop an. 

i ffered in the Continental Mark O11. Availab te sed Ss 
- x ani : regular sedan; and a two-door hardtop coupe, all in the traditional a de classic 
- ony t n 


Continental design. 


e ‘. Premiere, Capri 


Pare th 


‘cv’ Continental Inspires New Models 4 
cal i 


et ay ae OS 


Ry Char 


t+. A Lin All Lit ha 14 , 
side of th 


nl identi 
on 


~—_t~ember introduc. bumper across the fror 
, So, 


= an _script on the 


|Our G; 
| Off fo The Ford Family of Fine Cars 
rs Makes the Big News in ’58— 


> prett . . 
hoal 16-year Id Tart 


we Press ty geNational 
 ydaugh- , , - . —— 7 Net : 
mien Again for °58, the Ford Family of Fine Cars is making news— 
and that’s the way we planned it—because the surest way to 

option asked mets make news is to be first with new ideas and new products. 
j make Bers in the Unites 


= 4 youn ee . 
- oa) COEF its annual been headlining news about all the members of the Ford 
‘ oee= 1 in Dearborn ¢5. 


“™Orrow, THE 
; —_ : they've covered: 


All across the country newspapers and magazines have 
Family of Fine Cars. Here are just a few of the major stories 


—The introduction of the Edsel—new all over for 
1958 

—The unprecedented “Around the World” road test 
for the Ford car 

—The new Park Lane Mercury series 

—The Ford Teen-Age Press Conference 

—The classic Continental Mark /I/1 

And what have the press and magazines been saying about 
the 1958 Ford Family of Fine Cars? Here’s just a sample of the 
excitement these new cars are causing: “Thunderbird will be a 
luxury car, carrying four” . . . “Driving an Edsel is a sweet, 
smooth experience” . . . “Champion in auto sales and deter- 
mined to remain champion is Ford, who spent $185,000,000 to 
develop the 58”. . .“Mercury offers a new ‘super’ series, the 
Park Lane, and engine options that give it the industry’s high- 
est horsepower” . . . “Lincoln is inspired—long, low, graceful 
lines” . . . “Continental retains the classic look.’’* 

Comments like these arouse buyer interest and generate 
showroom traffic. And that’s why the Ford Family of Fine 
Cars is out to make news—for you! 

One more reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


*Actual quotes from magazine and newspaper articles. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 
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AUTOMOTIVE NEWS, DECEMBER 9, 1957 





Sales Conditions in Various Areas... 





Auto Market Reports 


Oregon 


Drastic cutbacks in the timber 
industry in Oregon in the past two 
years have drastically affected the 
state’s economy. 

The number of saw mills has 
been cut in half over a 10-year 
period, and the consequent unem- 
ployment has been felt by all lines 
of business. 

The depressed lumbering econ- 
omy has hurt auto sales, while an 
increase in finance rates from 4% 
percent to 5% percent has also cut 


down business—(F. K. Haskell.) 
> > + 


Pittsburgh 


Registrations of new cars in 
Pittsburgh totalled 1,799 in Septem- 
ber, compared with 3,062 in the 
year-ago month and 4,944 in Sep- 
tember, 1955. 

Nine-month totals were 21,208 for 


| 1957, 36,513 for 1956 and 44,209 for 
1955. 

By makes, September registra- 
tions were: Chevrolet, 426; Ford, 
| 350; Plymouth, 243; Oldsmobile, 
| 113; Buick, 109; Dodge, 92; Pontiac, 


190; Mercury, 66; Chrysler, 54; Cad- 


illac, 42; DeSoto, 33; Edsel, 23; 
| Rambler-Nash-Hudson, 15; Stude- 
baker, 13; Lincoln, 9; Packard, 2; 
| Continental, 1, and miscellaneous, 
118.—(Leon M. ffingwell.) 

* * 


+ 


San Antonio 
| Despite the efforts of San Antonio 
| dealers to “clear the decks” for the 
|arrival of 1958 models, new-car 
sales in October were only 1,557, or 
| 113 fewer than the 1,670 recorded in 
| September. 


New-truck registrations, on the 


|other hand, rose from 179 in Sep- 
|tember to 194 in October. 
Dealers are hopeful that the 1958 








models will stimulate sales and that 
registrations will show an increase 
from now on. 

New-car registrations by makes 
in October were: Ford, 454; Chev- 
rolet, 443; Plymouth, 203; Buick, 
85; Mercury, 67; Oldsmobile, 63; 
Dodge, 55; Pontiac, 49; DeSoto, 
27; Cadillac, 19; Edsel, 19; Chrys- 
ler, 18; Renault, 18; Rambler, 10; 
Imperial, 9; MG, 6; Austin- 
Healey, 3; Metropolitan, 3; 
English Ford, 3; Lincoln, 1; 
Morris, 1, and Willys, 1. 

New-truck registrations were: 
Ford, 94; Chevrolet, 60; Interna- 
tional, 14; GMC, 12; Dodge, 8; 
White, 3; Mack, 2, and Autocar, 1. 

(J. H. Reed.) 


* * * 


Atlanta 


A total of 2,484 new cars and 317 
new trucks were registered in 


Fulton and DeKalb counties (At- 
lanta) during October. 

New-car registrations by make 
were as follows: Chevrolet, 747; 
Ford, 613; Plymcuth, 274; Oldsmo- 
bile, 137; Buick, 120; Pontiac, 108; 
Dodge, 97; Mercury, 71; Cadillac, 
55; Edsel, 45; Chrysler, 40; DeSoto, 
27; Studebaker, 13; Lincoln, 12; 
Nash, 12; Imperial, 7; Packard, 2; 
Willys, 2, and miscellaneous, 102. 

New-truck registrations were: 
Chevrolet, 123; Ford, 93; Interna- 
tional, 41; GMC, 23; Dodge, 16; 
White, 8; Willys, 3; Diamond T, 2; 
Mack, 2, and miscellaneous, 6. 

So far this year, Ford is leading 
the new-car field with 8,749 regis- 
trations, follcwed by Chevrolet with 
7,212, and Plymouth with 2,407.— 
(E. C. Bash.) 

+ 


* * 


North Dakota 


North Dakota’s passenger-car 
registration for the first 10 months 
of 1957 stood at 116 percent of the 
1956 figure, the Automobile Dealers 
Assn. of North Dakota reported. 

October registrations were 104 
percent of the 1956 figure. October 
registrations totalled 1,801, com- 
pared with 1,721 in October, 1956. 

Trucks for the first 10 months 
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A modern Formula that may help improve your PROFIT picture 


As a General Motors Dealer, you have an opportunity to use 
the special services of GMAC...services that may help add extra 
income from additional time-sales business. 


The GMAC representative for your territory can show you how 
this can be done. He talks sense and he talks facts—and he 
can provide the proof to back him up. 


His story can be important to you—especially in today’s market. 


GMAC 


, GENERAL MOTORS ACCEPTANCE CORPORATION 
— 4 


TIME PAYMEN 


LAN 


THE GMAC THRIFT-GUARD PLAN 
available to General Motors Dealers in 
CHEVROLET * PONTIAC + OLDSMOBILE 
BUICK * CADILLAC 
new cars, and used cars 


of all makes. 












GENERAL MOTORS ACCEPTANCE CORPORATION 


were 105.65 percent of 1956, while 
October truck registrations were 
104 percent. Total truck registra. 
tions in October were 446, compared 
with 429 for the same month last 
year.—(Donald M. Lyons.) 

* 2 + 


Buffalo 


Finance company executives in 
the Buffalo area report that new. 
car buyers are in a cautious mood. 
One large Buffalo bank reported 
that its car financing business has 
been “extremely slow.” 

One of the leading auto finance 
firms here reported a “mild” mar- 
ket in 1958 models thus far. It was 
reported there has been a strong 
upward pressure on interest rates 
in car financing as well as on eas- 
ing in terms to spur sales, 

Several finance companies have 
increased their floor plan inter- 
est rates slightly for 1958 models. 
To date, there has been no change 
in the auto retail interest rate in 
Buffalo. But one major finance 
company is reported working on 
a boost. 

An official for one Buffalo bank 
said there has been a slight loosen- 
ing of credit terms in view of the 
higher prices on 1958 models. 

It was reported that higher prices 
on the ’58s and the carryover of ’57 
models are tending to slow down 
sales of new cars. And with used- 
|car prices softer, owners have less 
equity with which to bargain on 
new models.—(George E. Toles.) 

= + + 
Chicago 

Cook County (Chicago) dealers 
sold 13,284 new cars and 1,015 new 
trucks during October. 
| New-car registrations by make 
| were: Chevrolet, 3,372; Ford, 3,324; 
| Plymouth, 1,177; Oldsmobile, 853; 
' Buick, 714; Pontiac, 696; Mercury, 
| 582; Cadillac, 503; Dodge, 370; 
| Chrysler, 325; Rambler, 238; Edsel, 
| 233; DeSoto, 171; Lincoln, 134; 
Studebaker, 101; Nash, 18; Metro- 
| politan, 16; Packard, 4; Hudson, 3, 
and miscellaneous, 410. 

New-truck registrations were: 
Ford, 342; Chevrolet, 245; Interna- 
tional, 165; Dodge, 81; GMC, 51; 
Diamond T, 28; White, 27; Mack, 
| 23; Willys, 13; Divco, 4; Studebaker, 
|4; FWD, 1; Reo, 1, and miscellane- 
ous, 30. 





* * *# 
Sioux City, Ia. 

A total of 170 new cars were reg- 
istered during November in Wood- 
bury County (Sioux City), Ia. a 
decline of more than 22 percent 
| from the October total of 218. 
| New-truck registrations dropped 
more than a third, from 42 in Octo- 
ber to 27 in November. 

New-car registrations by makes 
for November were: Chevrolet, 
54; Ford, 36; Buick, 21; Plym- 
outh, 16; Oldsmobile, 11; Pontiac, 
8; Dodge, 5; Mercury, 5; Volks- 
wagen, 5; Cadillac, 4; Chrysler, 
1; Edsel, 1; Imperial, 1; Rambler, 
1, and Studebaker, 1. 

By makes, new-truck registra- 
tions were: International, 11; Ford, 
5; Chevrolet, 4; Diamond T, 3; 
Dodge, 2; GMC, 1, and Mack, 1. 





Auto E ion 
Gives Atlanta 
Brighter Outlook 


ATLANTA.—Automotive and bus- 
iness circles here received a shot in 
the arm with the announcement 
that the Chevrolet and truck plant 
would double its space and opening 
of a 15-state Chrysler Corp. mar- 
keting headquarters. 

The two-story addition to the 
Chevrolet plant is expected to cost 
about $10 million. It will add 385,000 
square feet to the present 407,000 
square feet. 

“Doubling the production area 
will not necessarily double the num- 
ber of workers needed,” Chevrolet 
General Manager Edward N. Cole 
said. 

General Motors will have close to 
2.5 million square feet of produc- 
tion space in Atlanta when projects 
now under way or planned are com- 
pleted by 1960. 

Other major GM projects under 
construction here include a 280,000- 
square-foot major supply depot and 
zone Office, and a 176,000-square-foot 
expansion of the Fisher Body 
facility. 

Chrysler’s new Southern area 
office opened here Nov. 25 in the 
795 Peachtree St. Building. Frank 
J. Suslavich is director. 

The new office will serve dealers 
in the Charlotte, Atlanta, Memphis 
and Dallas zones, 
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Solve Your Christmas Gift Problem... . Right Now! 


Give AUTOMOTIVE NEWS To Your Friends In The Industry 


$14.00 .... Two Years 
$8.00.....One Year 


This letter will be sent in your name: 














Please send your gift subscription list to us 
with the following information for each person 
iY you wish to receive AUTOMOTIVE NEWS: 


“% BRIIND cccnnssssenentesinesintenenisninaninsineneninaninnnniinmnaianininnmmnmaninnnnnne ED COON: ccrnninunnsctsstcssenstininininitinininiaciitantaiemnnnimminediintidnineseds 
vf i ciniscectiatedbedinsinasitnisibaceadiasiad isla i icici ae 


ONE YEAR [1] TWO YEARS [] 


NOTE: If the person receiving the gift is already a subscriber, AUTOMOTIVE NEWS 
will extend the expiration date for the period of your gift subscription. 


Automottue News 


Penobscot Building Detroit 26, Michigan 
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AUTOMOTIVE NEWS, DECEMBER 9, 1957 


Used-Car Auction Prices 





(Continued from Page 15) 


$330*, $325. '51 4-dr., $380. '50 2-dr., 


$190, $180, $155; 4-dr., $170. 


| 
CHR Y SLE R—’51 Windsor club coupe, 


$240°. 

DODGE—’56 Coronet (8) 2-dr., 2 at $1,- 
065*, $1,050, $1,040*. '55 Custom Royal 
(8) 4-dr., §950°, $885°. °54 Royal (8) 
Hardtop, $665. ‘51 Meadowbrook 4-dr., 
$145. 

FORD—’57 Fairlane (8) 500 4-dr., $1,945° 
(ps); Fairlane (8) 4-dr., $1,820*; Custom 


(8) 300 2-dr., $1,680; 4-dr., $1,450, $1,- | 


445. °56 Thunderbird, $2,260°; Custom 
(8) 4-dr, station wagon, $1,535; 2-dr., 
$950; Fairlane (8) Hardtop, $1,525° (ps) ; 
2-dr., $1,395*; 4-dr., $1,240. '55 Fairlane 
Hardtop, $1,220*, $1,205*; 4-dr., $1,090°; 
2-dr., $930°%; Custom (8) 4-dr., $900; 
Custom (6) 4-dr., $845. °54 Crest Hard- 
top, $775°; 4-dr., $710; Main (8) 2-dr., 
$520. ‘53 Custom (8) 4-dr., $580, $515; 
2-dr., $410°*, $325. '52 Custom (8) 4-dr., 
$345. °51 2-dr., $375*; club coupe, $180. 
"50 2-dr., $200; 4-dr., $135. 

IMPERIAL—’'53 4-dr., $675. 

MERCURY—’56 Montclair Hardtop, $1,495° 
(ps). "55 Monterey 4-dr.. $1,195* (ps). 
’54 Custom 4-dr., $870. '52 Monterey 4- 
dr., $475*; Custom 2-dr., $400, '50 2-dr., 
$145. 

NASH —'53 Ambassador 
Statesman 4-dr., $360. 

OLDSMOBILE—’'57 (88) 2-dr. Hardtop, $2,- 
060°; 2-dr. sedan, $1,990°. "56 (98) 2-dr. 
Hardtop, $1,875* (ps); (88) 4-dr. Hard- 
top, $1,580°; 4-dr. sedan, $1,360°. ‘55 
(88) Hardtop, $1,525° (ps); (98) 4-dr., 
$1,510° (ps). "54 (98) 4-dr., $1,255° (ps); 
(88) 4-dr., $1,055*; 2-dr., $980°, $975°. 
"53 (88) Super 4-dr., $595*. ‘52 (98) 4- 
dr., $405°. °51 2-dr., $420°. 

PACKARD — '56 ‘‘400°' Hardtop, $1,760° 


2-dr., $560°; 


(ps). 

PLYMOUTH—’'57 Piaza (8) 4-dr., $1,475*. 
*53 Cranbrook 2-dr., $480. 

PONTIAC—'56 Chieftain Hardtop, $1,375°. 
55 Star Chief 2-dr. Hardtop, $1,490*° 
(ps), $1,455° (ps); Chieftain Hardtop, 
$1,030°, $960°. ‘53 4-dr.. $570°, $430°. 
‘51 Hardtop, $295. °50 4-dr., $155°. °48 
4-dr., $120. 

RAMBLER 
wagon, $565 

MISCELLANEOUS 


‘56 4-dr., $1,200. ‘53 station 
"56 Volkswagen 2-dr., 
$1,300. "55 Ford \%-ton pickup, $675; In- 
ternational ‘“%-ton pickup, $505* "53 
Dodge “%-ton pickup, $520; Ford %-ton 
pickup, $545; GMC, $570. "52 Chevrolet 
%-ton pickup, $370. ‘51 Hillman Minx 
4-dr., $205. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Nov. 27.) 
(With a lighter consignment of cars 
@ue to the pre-boliday sale the market 
held steady, sale very active with a lot 
of dealers reporting more retail activity.) 
BUICK—'56 Century 4-dr., $1,480° 
Special 2-dr.. $1,470° (ps). ° 
4-dr., $1,100°, $1,040°. ‘54 Special 4-dr., 
$780°. ‘53 RM 2-dr., $585°. "52 Super 2- 
dr., $360°. °51 Special 4-dr.. $315°. °'50 
Special 4-dr.. $110 
CADILLAC—'S4 (62) 4-dr., $1,620° (ps). 
CHEVROLET—'56 Two-ten (6) 4-dr., $1,- 
175*, $1,115*, $1,095, $1,075, $1,020, $1,- 
010, $975; One-fifty 4-dr.. $875. "55 Bel 
Air 4-dr., $880; Two-ten 2-dr.. $835, 
$805, $725; One-fifty station wagon, $605, 
$600. °S4 Bel Air 4-dr.. $630. ‘53 One- 
fifty stition wagon, $500; Bel Air 4-dr., 


$440. ‘52 club coupe, $370; 2-dr., $240. 
"51 club coupe, $255; 2-dr., $200 $160, 
$140. "50 Hardtop, $200, $135, $110. 

DeSOTO—'52 Firedome 4-dr.. $145* 

DODGE—'53 Coronet 4-dr., $200. '52 Cor- 
onet 4-dr., $275°. 

FORD—'57 Fairlane (8) conv., $1,900°; 
4-dr., $1,850°; Country sedan, $1,700; 
Custom 300 Ranch Wagon $1,620°, $1,- 
500°, $1,350. ‘56 Custom (8) Country 
sedan, $1,210, $1,150; Custom (6) 2-dr., 
$830; Main (6) Ranch Wagon, $1,060, 
$1,050; Fairlane 2-dr.. $1,000, $975°, 
$950. °55 Fairlane (8) Victoria, $1,.065°, 
$1,035*, $850; Main (6) Ranch Wagon, 
$805; 4-dr.. $535; Custom (6) 2-dr., 
$650, $645. ‘54 Custom (8) 2-dr., $855, 
$600, $365. "53 Custom (8) 2-dr.. $525°, 
$410°. ‘52 Custom station wagon, $350. 
$315°, $235, $225. $215. ‘51 2-dr., $285, 
$145. 50 2-dr., $180 

LINCOLN—'56 Capri 2-dr., $2,100* (ps). 
"52 Capri Hardtop, $275°. 

MERCURY-——'55 Monterey 4-dr.. $1,000*. 


"s4 Monterey station wagon, $970* (ps). 





= Service Equipment 
* Replacement Parts 
© T.B.A...etc. 


ASK US 
for the 


DETAILS 


ARVILL PUBLISHING Co. 
8346 Beverly Bivd~ les Angeles 48 
Telephone WEbster 6-5143 





’53 Monterey Hardtop, $685*, $490°. °52 
Custom 2-dr., $180*, '51 Custom 2-dr., 
$265*, $130°. 

| NASH—'52 Statesman 4-dr., $175. 





| OLDSMOBILE — '54 (98) 4-dr., $1,010* 
(ps). '53 (88) 2-dr., $680*, 52 (88) 2- 
dr., $240°, $235°. 

PLYMOUTH—’54 4-dr., $560*. °53 4-dr., 


$420°*. '52 sedan, $135. 

| PONTIAC—’54 Star Chief 4-dr., $690°, '51 
Chieftain 2-dr., $190, 

RAMBLER—’'56 station wagon, $1,255. °51 
station wagon, $180, $155. 

WILLYS—’53 2-dr., $250. 

MISCELLANEOUS—’56 DKW 2-dr., $515. 
'54 Dodge %-ton pickup, $485; Opel 4- 
dr., $350. "52 International %-ton pickup, 

| $160. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
| Wednesday. Prices are for sale of Nov. 27.) 
| (Prices firm—not much change from 
preceding weeks, Sold 105 cars out of 


138.) 
BUICK—’54 Super 4-dr., $775. "52 RM 4- 
dr., $185. 
CADILLAC—'52 coupe de Ville, $820. °48 
| (62) 4-dr., $180, 
CHEVROLET—’57 Bel Air (8) conv., $1,- 


765; One-fifty (6) 2-dr.. $1,280. '55 Bel 
Air (8) Hardtop, $1,150; Bel Air (6) 2- 
dr., $800; One-fifty (6) 2-dr., $670. ‘54 
Bel Air 4-dr., $625. °53 4-dr., $410; 2-dr., 
$330, $315. "52 4-dr., $175, $165. °51 2- 
dr. $220; 4-dr., $210, $150. 
OHRYSLER—’53 Windsor 4-dr., $275. 





DeSOTO—’ 53 4-dr., $305. 

DODGE—’53 Coronet 4-dr., $360; station 
wagon, $475; Meadowbrook 4-dr., $280, 
$230. 52 Diplomat sedan, $140, ’51 4-dr., 

0 


$100. 
FORD—’56 Fairlane (8) 4-dr., $1,330; 2- 


dr., $1,305, $1,300; Victoria, $1,270. °55 
Fairlane (8) 2-dr., $950, $910; Custom 
(8) 4-dr., $800, ’54 Custom (6) 2-dr., 


$465. '53 station wagon, 2 at $500; Main 

(8) 2-dr., $375, $205; Main (6) 2-dr., 

$295; Custom (8) 4-dr., $310, $180; Cus- 

tom (6) 2-dr., $320, $260. '52 Custom (8) 

2-dr., $195. °51 Custom (6) 2-dr., $105. 
HENRY J—sedan, $235. . 
HUDSON—’53 Super Jet 4-dr., $150. 
KAISER—2-dr., $100. 


MERCURY—’57 Montclair Hardtop, $2,- 
375. '55 Monterey Hardtop, $1,100. 

NASH—’52 4-dr., $150. 

OLDSMOBILE—’54 (88) conv., $750. 


(98) 4-dr.. $145. 

PLYMOUTH—’56 (6) Suburban, $975. °55 
Belvedere (8) 4-dr., $725; Savoy (6) 2- 
dr., $720. '54 Plaza 4-dr., $405, ’53 Cran- 
brook 4-dr., $330, $320, $265, $230, $130; 
2-dr., $330; Savoy 2-dr., $300. °52 4-dr., 
$185. °51 4-dr., $250, $125. '50 4-dr., 
$100. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
205. °54 Chieftain 2-dr., $480. '53 4-dr., 
$330. '52 4-dr., $250. °51 club coupe, 
$215. 

RAMBLER—’52 station wagon, $250. 

WILLYS—’ 54 2-dr., $200; 4-dr., $175. 

MISCELLANEOUS—’55 Chevrolet (6) %- 
ton pickup, $625. ‘51 Chevrolet %-ton 
pickup, $275; Ford %-ton pickup, $375. 
"49 International %-ton pickup, $295. 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 26.) 

‘ were paying a little higher for 
more desirable cars here this week, Mar- 
ket still has some soft spots. Sold 100 
cars out of 141 consignments.) 

BUICK—’55 Super 4-dr., $1,000*; 





Special 


*51 | 





conv., $970*; Hardtop, $975*. °54 Cen- 
tury 4-dr., $1,025*. °53 Super Hardtop, 
$505*; RM 4-dr., $485* (ps), °52 RM 
4-dr., $295*. '51 conv., $100. 

CADILLAC—’55 (62) 4-dr., $2,260*. 
(62) conv., $265*. °49 conv., $205*; 
dr., $160*, $150°*. 

CHEVROLET—’57 Two-ten Hardtop, $1,- 
565*; 2-dr., $1,475. °56 Bel Air conv., $1,- 


50 
4- 


300; 4-dr., $1,265*, $1,250*%; Two-ten 
4-dr., $1,140, $1,125, $1,065*, $1,020, 
$1,010, $975; station wagon, $1,050; 2- 
dr., $950. °55 Bel Air conv., $1,030*; 
4-dr., $965*; Two-ten 2-dr., 2 at $745; 
4-dr., $705; One-fifty 2-dr., $650. °54 


Two-ten 4-dr., $605*; Bel Air 2-dr., $605; 
One-fifty 2-dr., $505. '53 Bel Air conv., 
$445*; 4-dr., $450*; Two-ten 4-dr., $460°*. 
"52 Two-ten 2-dr., $205*. ’51 4-dr., $220°, 
$170, $100*. 

DeSOTO—'58 Sportsman Hardtop, $3,600°. 
'54 4-dr.. $450*, "53 Powermaster 4-dr., 
$315*. '52 4-dr., $125*; club coupe, $150°. 

DODGE—’53 Coronet conv., $305*; 4-dr., 
$245*. 

FORD—’ 57 Country sedan, $1,510. '56 Fair- 


lane 4-dr., $1,205*. '55 Fairlane Victoria, 
$890; Custom 2-dr., $725, $540*; Main 
4-dr., $600°, 2 at $550*, '54 Custom 4- 


dr., $600*. °53 Custom 2-dr., $320; Main 
2-dr.. $175. 

HUDSON—’53 Jet 4-dr., $250*. 

MERCURY — '56 Montclair Hardtop, $1,- 
350°. °55 Monterey 4-dr., $1,050°, °54 
Monterey conv., $650. 

OLDSMOBILE—’56 (88) Hardtop, $1,500*. 


'55 (88) Super conv., $1,010*, °54 conv., 
$1,200*, $1,160*; (88) 4-dr.. $735. '53 
(98) Hardtop, $675*. ‘52 (88) 2-dr., 


$360°*. '51 4-dr., $255*. 
PACKARD—’51 Hardtop, $185°*. 
PLYMOUTH—’55 Savoy 4-dr., $750; 2-dr., 
$750; Plaza 4-dr., $535*. °54 Belvedere 
Hardtop, $525°. "53 4-dr., $405, $§270*, 





$235. '52 conv., $120. 
PONTIAC—’56 Chieftain Hardtop, $1,210°*. | 
"55 Chieftain 4-dr., $900°. 54 Star Chief | 
conv., $975*; 4-dr., $675*. "53 Chieftain | 
conv., $360°, $350°; 2-dr., $250°. "52 4-| 





PE 


Tale: (ae aka kh) 
Tm te mle ae 


i 


j 


Pr 





— 


dr., $205, $190*, '50 4-dr.. $205*. 
STUDEBAKER—’55 Champion station wag. 
on, $705. '54 Champion 2-dr., $415. '53 
Commander Hardtop, $280*. 
MISCELLANEOUS—’57 Volkswagen 2-dr., 
$1,360. ’°53 Consul 4-dr., $110, ’51 Austin 
4-dr., $105. 





ALBANY 


(Tim Anspach Dealer’s Auto Auction, 
Sale every Monday. Prices are for sale of 
Nov. 25.) 

(We purposely kept car receipts low 
this week to help boister car prices. We 
had over 100 nice clean cars, nearly all 
consigned by new-car dealers, The mar. 
ket perked up with a large percentage 





sold, Sold 92 cars out of 120 consign- 

ments.) 

BUICK—’58 Special Riviera coupe, $2,885*, E 
’57 Super 4-dr., $2,255*° (ps); Speciai 4. 
dr., $2,150*. '56 Special Riviera, $1,530*; I 
RM 2-dr., $1,380* (ps). °55 Special 2-dr., } 


$950*; Riviera, $935*. 54 Super Riviera, 

$925*; RM Riviera, $650* (ps). '51 Super 

Riviera, $290°. c 
CADILLAC—’57 (62) coupe, $3,650°. ‘55 

(62) 4-dr., $2,050*. "51 (62) conv., $290*, 

"50 4-dr., $310°. I 
CHEVROLET—’58 Impala (8) coupe, $2,- 

710°. '57 Bel Air (8) Sport coupe, §$1,- 

900*. '56 Bel Air (8) 4-dr., $1,370°; Two- 

ten (6) 4-dr., $990, $950; 2-dr., $960; 

One-fifty (6) 4-dr., $900. '55 Bel Air (6) i 

Sport coupe, $960, $950; Two-ten (6) 

2-dr., $880, $730; 4-dr., $850, $750. "5 

Bel Air Sport coupe, $800*; 4-dr., $670; 

2-dr., $630; Two-ten 4-dr., $425. °53 2- 

dr., $330. "52 4-dr., $375. °51 4-dr., $160, 
CHRYSLER—’53 Windsor 4-dr., $320. 
DeSOTO—’'56 Firedome 4-dr., $1,250*° (ps), 
DODGE—’56 Coronet conv., $560; 4-dr., 

$360. ‘53 Meadowbrook 4-dr., $320*; Cor- 

onet 2-dr., $300. '51 Coronet 4-dr., $140*. 
EDSEL—’58 Villager station wagon, §$2,- 

760° (ps). 
FORD—’57 Fairlane (8) Victoria, $1,870* . 

(Continued on Page 21, Col. 1) 
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Tire Valves keep rolling up the miles with every type of vehicle 
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(Continued from Page 20) 


"53 

-dr., 

istin 

tion, 

e of (ps); Town sedan, $1,750°. °56 Sunliner 
conv., $1,380%; Custom Ranch Wagon, 

low $980, '55 Country sedan, $1,110*; Crown 

We Victoria, $1,080* (ps); Town sedan, $890; 

all Custom 2-dr., $880, ’54 Ranch Wagon, 

ar $750; coupe, $660°. 53 Custom 4-dr., 

age £380; 2-dr., $210; Main 2-dr., $350°. 52 

gn- Main (8) 2-dr., $330; Custom 2-dr,, $200. 
'50 2-dr., $100, 

85°, HUDSON—’53 Wasp 4-dr., $260*; Hornet 

il 4 4-dr., $200*. 

30°; LINCOLN—'52 Capri 4-dr., $220. 

-dr., MERCURY—'56 Custom Sport coupe, $1,- 

era, 350°, "54 Monterey station wagon, $900*. 

uper '53 Monterey 4-dr., $445. 

OLDSMOBILE—’56 (88) Holiday, $1,500*. 
"55 55 (98) Holiday, $1,370* (ps); (88) Su- 
90°, per conv., $1,250°*. 

PLYMOUTH—’57 Savoy (6) 2-dr., $1,370. 
$2,- ‘56 Savoy 2-dr., $1,050*. °55 Belvedere 
$1,- 4-dr., $930°; Plaza 4-dr., $750; Savoy 
"wo- 4-dt.. $730. '53 Cranbrook 2-dr., $325; 
960; 4-dr., $290, $130; Cambridge 2-dr., $140. 
(6) PONTIAC—’56 Chieftain 4-dr., $1,000*. '55 
(6) Chieftain Catalina, $1,025*. '53 Chieftain 
"54 coupe, $525*. '52 4-dr., $250*. 

670; STUDEBAKER—’52 Champion 4-dr., $130. 

3 2. MISCELLANEOUS — '57 Chevrolet %-ton 

160. pickup, $1,110. '56 English Ford 4-dr., 
$730. '55 Chevrolet %-ton pickup, $630. 

ps), ’53 Chevrolet %-ton panel, $120; Ford 

-dr., 1%-ton rack, $120. 

Cor- 

. 

2: DANVILLE, VA. 
(Danville Auto Auction. Sale every Wed- 

870° nesday. Prices are for sale of Nov. 27.) 





(Sales were very good for a pre-holiday 


sale, Sold 140 cars out of 174 offered.) 

BUICK—’55 Century 2-dr., $1,160*°; Special 
4-dr., $960*. 

OADILLAC—’52 (62) 4-dr., $685* (ps). 49 
4-dr., $285*. '47 4-dr., $160. 

CHEVROLET—’58 Bel Air (8) 2-dr., $2,- 
805* (ps), $2,705*, $2,555*; Impala, $2,- 
535°; Delray (8) 2-dr.. $1,575*. °57 Bel 
Air (8) 2-dr., $1,865* (ps); 4-dr., $1,810*, 
$1,800; Two-ten (6) 2-dr., $1,750, $1,405. 
’56 Bel Air (8) 2-dr., $1,505*, $1,500°*; 
4-dr., $1,170*; Two-ten (6) 4-dr., $1,115. 
’55 Bel Air (8) 4-dr., $890; 2-dr., $1,070, 
$750*; Two-ten (8) 4-dr., $860*; Two-ten 
(6) 2-dr., $850, $775. ’54 Two-ten (6) 
2-dr., $670, $575. °53 2-dr., $525. °52 4- 
dr., $300*, $225°*; 2-dr., $360*, $235. ’50 
2-dr., $255, $245*, $185; 4-dr., $125*. °49 
2-dr., $190. 

CHRYSLER — ’53 NY 2-dr., $280*°. ‘51 
Windsor 4-dr., $120*. 

DODGE—’55 (8) 4-dr., $750. 

EDSEL—’58 Ranger, $2,050*. 

FORD—’58 Fairlane (8) 500 2-dr., $2,565*, 
$2,555*; 4-dr., $2,580; 4-dr. station wag- 
on, $2,425. '57 Fairlane (8) 500 4-dr., 
$1,695*, $1,675*; 2-dr., $1,900*, $1,730*, 
$1,650*; Fairlane (8) Victoria, $1,935*; 
Custom (8) 2-dr., $1,475. '56 Fairlane 
(8) 2-dr., $1,405*; 2-dr., $1,115; Custom 
(8) 4-dr., $1,165, $1,030, $750; 2-dr., $1,- 
000, $995, $940, $935. ’55 Fairlane (8) 
Victoria, $1,180*, $1,095; 2-dr., $1,080*, 
$1,065*, $905, $765; Custom (8) 4-dr., 
$800. °54 station wagon, $805*, $790, 
$785*; Custom 2-dr., $765, $665, $630, 
$600; 4-dr., $535*, $495. °53 Crest 2-dr., 
$620; Custom station wagon, $505; 4-dr., 





$500; 2-dr., 405, $365, $355*, $245. ‘52 
Custom 4-dr., $385*%; 2-dr., $375*, $355. 
’B1 4-dr., $355, $240, $225; 2-dr., $280, 
$240, $120; station wagon, $290. ’50 2- 
dr., $240, $180, '48 2-dr., $130, '32 2-dr., 
$230 (’57 Oldsmobile motor), 

MERCURY—’55 Monterey 4-dr., $815*, °51 
4-dr., $190, °50 4-dr., $320. 

NASH—’52 Ambassador 4-dr., $230*. 

OLDSMOBILE — ’57 (98) 2-dr., $2,405° 
(ps); (88) 2-dr., $2,160. '56 (88) Holl- 
day, $1,620* (ps). °53 (98) 4-dr., $335° 
(ps). ’51 (88) 2-dr., $180°; 4-dr., $140*. 
’50 (88) 2-dr., $205*, °49 4-dr., $275*. 
’48 2-dr., $145* (ps). 

PA CKAR D—’52 2-dr., $100. ’51 4-dr., 
$155*. 

PLYMOUTH—’56 Fury (8) 2-dr., $1,420; 
Savoy (8) 2-dr., $895. 55 Belvedere (8) 
4-dr., $770, $765. '54 Belvedere (6) 2-dr., 
$535. °53 2-dr., $300. '52 4-dr., $180, ’51 
4-dr., $105. 

PONTIAC — ’56 Chieftain 4-dr., $1,035*° 
(ps). '54 4-dr., $655. °53 2-dr., $440, '52 
4-dr., $215. 51 4-dr., $195*. 

STUDEBAKER—’57 President 2-dr., $1,- 
390* (ps). 50 4-dr., $125. 

WILLYS—’49 2-dr., $265. 

MISCELLANEOUS—’ 57 Willys Jeep truck, 
$1,320. '52 Ford %-ton pickup, $160. 


DAYTONA BEACH, FLA. 


(Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Nov. 26.) 

( for newer cars continued high 
at today’s sale and late models sold well. 
Both attendance and registration showed 
an increase today. Approximately 65 per- 
cent of the cars registered were sold.) 

BUICK—’'56 Super 4-dr. Hardtop, $1,710* 
(ps); Special 4-dr. Hardtop, $1,550°; 
Century 4-dr. Hardtop, $1,475* (ps). 

CADILLAC—’57 (62) 4-dr. Hardtop, $4,- 
075* (ps). °56 (62) 4-dr., $2,600*° (ps); 
coupe, $2,675* (ps). '54 coupe de Ville, 
$1,950* (ps). °53 coupe, $1,025* (ps), 
$965* (ps). 
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$1,890* (ps); Victoria, $1,875*, $1,650°%; 
Ranch Wagon, $1,600, $1,550; Custom 
2-dr., $1,365. '56 Ranch Wagon, $1,350°, 
$1,110*, $1,065; Country sedan, $1,385°, 
$1,100; Custom conv., $1,250; 2-dr., $1,- 
220*. ’55 Custom 4-dr., $865. °53 Ranch 
Wagon, $700; 2-dr., $585; 4-dr., $480. 

MERCURY—’57 Monterey 2-dr., $1,900*. 
’56 Monterey Hardtop, $1,285*. °55 Mon- 
terey sedan, $1,075; conv., $890*. '°54 Sun 
Valley, $780; 4-dr., $749. 


OLDSMOBILE—’52 (88) 4-dr., $180. 
PLYMOUTH—’56 (8) 4-dr. station wagon, 
$1,270*. °54 Belvedere conv., $590°. '53 


Cranbrook 4-dr., $410. 
PONTIAC—’55 (8) 2-dr. sedan, $800*, ’53 
4-dr., $560° (ps), $355. 
RAMBLER—'52 Hardtop, $375. 
$115. 


"51 conv., 
* * + 
— Auctions in Brief — 


VALDOSTA, GA. 

Tom Hewitt Auto Auction, Sale every 
Friday (Nov. 29). Weather was rainy, but 
had a good number of clean cars to choose 
from. Sold a good percentage of cars regis- 
tered for the high dollar. 
executive * * * 


FLINT 
Flint Auto Auction, Sale every Wednes- 





An 'Oscar-of-Industry’— 


Alonzo G. Decker jr., left, 
vice-president, Black & Decker Mfg. Co., 
is presented a Financial World “Oscar of 
Industry” by Richard J. Anderson, editor | D1Y. nog However, consignors are still 
and publisher of Financial World maga-/a little reluctant to take prices offered. 
zine. Black & Decker was judged as hav-| Prices seemed to take a slight jump on 
ing the best annual report in the portable | — cars. Sold 101 cars out of 171 
tools industry for the second consecutive | : 
year. 


> 


* * 
ATLANTA, GA. 

Dixie Auto Auction, Sale every Tuesday 
(Nov. 26). We confess the sale today will 
| have dealers talking for weeks to come. 
| Dealers were grabbing the sharp ones. 
Average cars were soft. Rough cars went 


begging 
MANHEIM, PA. 
> = > 








425°. '56 One-fifty (8) 4-dr., $1,070°, °55) 
Two-ten (6) 2-dr., $815. | 
CHRYSLER—’52 Saratoga 2-dr., $435*. | 
DODGE — ’57 Coronet 2-dr., $1,650°. °52)| 
Coronet sedan, $325°. 
FORD—’57 Fairlane (8) 500 2-dr., $2,000° 
(ps), $1,900*; 4-dr., $1,750° (ps); conv., 


CHEVROLET—'58 Bel Air (8) 4-dr., $2,- 


TODAY 


—Schrader Valves on modern 
Le 


«OE as tie 


-| VALVE PERFORMANCE: 


Whose responsibility? 


Tire valve responsibility 1s not just one. company’s — it’s the concern of all the 
Industry. High tire valve standards are the result of the combined skills and 
experience of Automotive, Tire and Valve Engineering. Schrader’s part is to com- 
bine all the Industry information and experience, and produce the safest, most 
practical valves that different types of pneumatic tires need — now and in the 
future. That’s Schrader’s role. You can count on Schrader Valves for the best 
performance on any or all of your vehicles. 


A. SCHRADER’S SON « BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Co., Inc. 









FIRST NAME IN TIRE VALVES ; 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 





e divisionof SCOVILLE 





Mxnheim Auto Auction. Sale every Friday 
(Nov. 29). There is a strong demand for 
older cars through 1953. Couldn't supply 
the demand. A higher percentage are selling 
| which means the buyers and sellers are 
getting together on today’s market. Sold 
75 percent of 412 cars registered. 


Incentive Firms 
‘Complete 3-Way 


‘Consolidation 


DAYTON, O.—Elton F. Mac- 
Donald, president and founder of 
Cappel, MacDonald & Co., sales 
j|incentive organization, has an- 
| nounced that all facilities of Cap- 
| pel, MacDonald have been joined 
| with those of two other incentive 
organizations, Belnap & Thompson, 
Inc., Chicago, and Ross Coles & Co., 
Chicago. 

The two Chicago companies have 
operated as Independent subsidi- 
aries of Cappel, MacDonald in re- 
cent months. The consolidation 
| means that all sales, creative serv- 
ice, merchandise and operating fa- 
cilities of the three companies will 
be operated under one manage- 
ment. 
| The new company will be known 
jas E. F. MacDonald Co, It will 
| maintain offices and incentive plan- 
| ing facilities in more than 30 cities. 
| Cappel, MacDonald was founded 
in 1926, and Coles was founded in 
| 1946. 


Dalberg Takes Cadillac 
Dalberg Motor Sales, Niles, Mich., 
jhas been awarded a Cadillac 
franchise. g 


FORD AND 
CHEVROLET 
DEALERS: 


WE NEED 


1958 CARS 


(We'll Take Your 
New 1957's too!) 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 
Cars Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 











Ford Veteran Honored— 


Thomas J. O'Neil, left, member of Ford 
Motor Co.'s Dealer Policy Board, presents 
@ gold, engraved watch to Arthur S. 
Hatch, also a member of the board, on 
Hatch’s completion of 35 years of service 


with Ford. O'Neil presented the gold 
watch on behalf of Benson Ford, dealer 


policy board chairman, 


Humphrey Named 
‘Man of Year’ 
At NAM Parley 


NEW YORK.—Former Secretary 
of the Treasury George M. Humph- 
rey was named the “NAM Man of 
1957” at the 62nd annual Congress 
of American Industry, sponsored by 
the National Assn. of Manufac- 
turers. 

Vice-President Richard M. Nixon 
was scheduled to address the 
group's annual dinner last Friday 
(Dec, 6). 

Humphrey, chairman of National 
Steel Corp., was presented the 
award by the NAM Old Timers 
Council, a group of former directors 
of the association. The award was 
made in recognition of his “out- 
standing leadership, high integrity 
and sound business principles in 
industry and public office.” 

Attended by 3,000 industrialists 
and businessmen from across the 
nation. the congress heard Ernest 
G. Swigert, NAM president, declare 
in his keynote address: “The pres- 
ervation of American freedom re- 
quires a good deal more than just 
voting. We must make sure we have 
the opportunity to vote for princi- 
ples as well as parties and candi- 
dates.” Swigert is president of Hy- 
ster Co., Portland, Ore. 

A symposium, “The Will of the 
People—Today and Tomorrow,” in- 
cluded a panel made up of Senators 
John L. McClellan, Arkansas Dem- 
ocrat, and Charles E. Potter, Michi- 
gan Republican, and Reps. Graham 
A. Barden, North Carolina Demo- 
crat, and Clarence J. Brown, Ohio 
Republican. 

Panelists were questioned bv Lvle 
C. Wilson, chief of the United Press’ 
Washington Bureau; Ray Henle, 
NBC; Alfred J. Ball, editor, Wood- 
haven (L. 1.) Leader-Observer, and 
C. Norman Stabler. financial col- 
umnist, New York Herald Tribune 
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Current Prices on U. S. Cars 


1968 MODELS 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr. 2-seat hardtop 
stat. wag.. $3,831. Super—4-dr. sed., $3,- 
789; 2-dr. hardtop,. $3,644. Readmaster 75 
—4-dr. mare $4,667; 2-dr. hardtop, $4,- 
557; conv., $4,680. Limited—4-dr, hardtop, 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125. 
(Varitable-pitch Dynafiow standard on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—8-pass. sed., $8,460; 8-pass. 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Bisenyne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Alr— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734. Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman, $2,467; 4-dr. 
2-s eat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 

CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
fiardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., #. 868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—-2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueF lite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
. $6,283. (Turbe- steer- 


818.50; 4-dr. hardtop, $2,953; *2-dr. hard- 
top, $2,889.50; conv., $3,218.50; 4-dr, 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFliite standard on 
Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 
DODGE — Coronet Six —4-dr. sed.. §2,- 
529.50; ao: oe $2,448.75. Coronet V-8— 
637 ; 


4-dr. sed. ; 2-dr. sed., $2,556.25; 
4-dr, hardtop, $2,764; 2-dr. hardtop, $2,- 
679; conv 941.50. -dr. sed., 
$2,797; 4-dr. hardtop, $2,915.25; 2-dr. 
hardtop, $2,854. Custem Royal— 4-dr. sed., 
$3,030; 4-dr. hardtop, $3,142; 2-dr. hard- 
top, $3,071; conv., $3,298. Station Wagons 
—2-dr. 2-seat Suburban, $2,970.25; 4-dr. 


2-seat Sierra, $3,034.75; 4-dr. 3-seat Sierra, 
$3,176.25; 4-dr. 2-seat Custom Sierra, $3,- 
212.25; 4-dr. 3-seat Custom Sierra, §3,- 
354.25. 

EDSEL—Ranger—4-dr. sed.. $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. -dr. 
hardtop, $3,425; ‘2-dr. hardtop, $3,346. 
Clitation—-4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 

2-dr. "2-seat, $2,876. Villager— 
2-seat, $2,933; 4-dr. 3-seat, $2,990. 
-dr. 2-seat, $3,190; 4-dr. 3- 


4-ar, 


limousine, | 


seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
$2,119; 2-dr. sed., $2,065; bus, 2-dr., $1,- 
977. Fairlane—4-dr. sed., $2,285; 2-dr. sed., 
$2,231; 4-dr. hardtop, $2,428.73; 2-dr. 
hardtop, $2,364.12. 500—4-dr. sed., 
$2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2-dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (V-8 
std.), $3,172.69. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513.24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr. 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 


Country Squire, $2,803.90. 
IMPERIAL — Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 


$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr, sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Fiite, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
| power steering, power brakes standard on 
all models.) 


MERCURY—Monterey—4-dr. sed., $2,- 
721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., $3,- 
081. Mon -dr, sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,498. Park -dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 


$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Merc-O-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. 





sed., 


$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 


2-seat hardtop stat. wag., $3,395. Super 88 
-4-dr. sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr. hardtop, $3,262; © conv., $3,529; 4-dr. 








2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 
PLYMOUTH—(Prices are for six-cylinder 
models, For V-8s, add $107.) Plaza—4-dr. 
sed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, §$2,- 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv, (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta- 
tion Wagons (Suburbans)—2-dr. 2-seat De- 
luxe, $2,431.50; 2-dr. 2-seat Custom, $2,- 
553.25; 4-dr. 2-seat Custom, $2,607; 4-dr. 
3-seat Custom, $2,747; 4-dr. 2-seat Sport, 
$2,759.75; 4-dr. 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr, sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat. 
wag., $3,088. Super Chief—4-dr. sed., $2,- 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
Bonneville 


4-dr. 2-seat stat. wag., $3,350 

—2-dr. hardtop, $3,481; conv., ” $3,586, 
RAMBLER—Deluxe Six—4-dr. sed., $2,- 

047. Super Six—4-dr. sed., $2,212; 4-dr. 


hardtop, $2,287; 4-dr. 2-seat stat. wag., $2,- 
506. Custom Six—4-dr. sed., $2,327; 4-dr. 
2-seat stat. wag. $2,621. Rebel V-8—Super 
—4-dr, sed., $2,342; 4-dr, 2-seat stat, wag., 


$2,636. Custom—4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Am — Super — 4-dr. sed., 


$2,587; 4-dr, 2-seat stat. wag., $2,881. Cus- 
tom—4- dr. sed., $2,732; 4-dr. ‘hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2- seat hardtop stat. wag., $3,116, 


STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
wag., $2,055. Champion 6 —4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-8 
—4-dr. sed., $2,378; 4-dr. 2-seat Provincial 
stat. wag., $2,644. President V-8—Classic 
4-dr. sed., $2,639. Hawks—Silver Hawk 6 
epe., $2,219; Silver Hawk V-8 cpe., $2,352; 
Golden Hawk V-8 2-dr. hardtop, $3,282. 
(Overdrive standard on Golden Haw k. 
Heater standard on Scotsman.) 
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PACKARD CLIPPER—4-dr. sed., $3,212; 
4-dr. 2-seat stat. wag., $3,384. (Flighto- 
matic standard. a 





Shrinking Market 
Blamed for Layoffs 
By Ford of Canada 


TORONTO, Ont.—A Ford of 
Canada official blamed “a continu. 
ing shrinkage of the Canadian mar. 
ket for all makes of cars and 
trucks” for the layoff of 2,400 work. 
ers at the Oakville and Windsor 
plants. 


The layoffs will affect about 17 
percent of Ford’s 14,300 employes. 


Theodore Emmert, executive vice. 
president, said that while Ford had 
captured a larger share of the car 
market, total sales were lower. He 
said the company could not predict 
how long the layoffs would last. 


“We are facing a situation that 
confronts the entire motor indus- 
try,” Emmert said. “The overall 
Canadian market for cars of all 
makes has shrunk to a point at 
which we feel production must be 
adjusted to avoid the accumulation 
of excessive stocks of cars and 
trucks in the hands of dealers and 
at the factory.” 


He added he believed the situa- 
tion to be temporary, there being no 
sound economic reason for the lag 
in sales. 


“If we were to keep on producing 
at the present rate, the inevitable 
results would be repeated and pro- 
longed shutdowns of the plants and 
more severe unemployment for our 
entire working force,” he said. 


Delta to Handle Imports 


Delta Import Motors, Inc., 1510 
W. Ninety-fifth St., Chicago, has 
been named dealer for Austin- 
Healey, MG, Morris and Austin. 
Walter Mack jr. heads the firm. 
Service will be handled by Mack 
Cadillac- Olds next door. 





New Commercial Car Registrations, 
39 States for October, 1957-1956 


Truck registrations by 
are released here weekly, as 
compiled by R. L Polk repre- 


sentatives in state capitals. — 
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“The information contained in this report has been compiled from official state documents, 








Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


R. L. Polk & Co. 


cannot assume any liability by reason of inaccuracies or omissions.""—R. 


L. Polk & Co. 
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What would you say about your product 


to an audience of 10,000 car dealers? 


Chances are you'd have a lot to say—for no one 
knows your product better than yourself. Unfor- 
tunately, you'll probably never get the opportunity 
to speak before this assembled group. 


But there is a way almost as good. Every year for 
the past twelve, AUTOMOTIVE NEWS has pub- 
lished an outstanding issue devoted to the National 
Automobile Dealers’ Association Convention. It is 
looked forward to by our 28,000 dealer subscribers 
whether attending the show or not — highly 


Issue Date: JANUARY 13 
ADVERTISING CLOSES: DECEMBER 31 
Regular rates apply 


Your Automotive News representative is: 


NEW YORK:. Edward Kruspak, Ray Billingham, 
Howard E. Bradley, Murray Hill 7-6871. 


CHICAGO: J. Goldstein, William H. Gallagher, 
State 2-6273. 


DETROIT: R. L. Webber, William R. Maas, Roy 
Holihan, Woodward 3-0495. 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 





accepted by advertisers (over 140 of them used 
it in 1957). 


This year, the automotive industry had one of the 
biggest turnovers of dealers in its history. To you, 
who sell to this market, it means a fresh, active 
buying force in the year to come. Never has the 
time been so ripe to present fully your product 
story and features. 


If you are an exhibitor, you can enhance attend- 
ance at your booth. If not, you can be sure the 


The most influential publication in the automotive industry. 
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Cars Now vs. 679,000 in "56 - 


Saameomee 
Stocks Dip but Top Year Ago 


car dealer knows your product story—all through 
the pages of AUTOMOTIVE NEWS. With addi- 
tional distribution at the Show, over 47,000 copies 
of this issue will be distributed. 

Don’t miss your chance to talk to this influential 


group—in the pages of the NADA Show Issue 
of AUTOMOTIVE NEWS. 


For full details, get in touch with your 
AUTOMOTIVE NEWS representative. See clos- 
ing dates below. 
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STORAGE WATER HEATERS — Rheem 
Mfg. Co., 7600 S. Kedzie Ave., Chicago 
29, lil., has announced a line of boosters 
and high-capacity storage water heaters. 
Approved by AGA for 180-degree water, 
the Rheem line is available both in 
capacities of 45 and 75 gallons, with 
two input ratings for each size. In the 
45-galion size, the Rheem booster and 
high capacity water heaters are being 
shipped with input of 70,000 or 100,000 
B.T.U. per hour. Input of 130,000 or 


180,000 B.T.U. per hour is available in Ss. 


the 75-galion size. 





FUEL REGULATOR—An engine accessory, 
called the Mileage Minder, that is said to 
combine the features of a fuel pressure 
regulator, gasoline filter, pulsation damp- 
ener and carburetor protector, has been 
introduced by Paser Mfg. Co., 537 Turk 
St., San Francisco 2, Calif. Although the 
unit has the general exterior appearance 
and size of a conventional gasoline filter, 
the monvufacturer states that entirely new 
principles have been employed in its 
design. The result, it is claimed, gives 
both new and old cars improved gas 
mileage and better performance. It is also 
said that the Mileage Minder stops engine 
dying, rovgh idling, jerky acceleration, 
frequest vapor lock and excessive gaso- 
line ordors inside the car, 

7s 2¢ «@ 





SILICONE REMOVER—Sili-Clean is said 
to remove silicone, U-Conn solution and 
ali other rubber lubricants from any 
rubber surface. Nontoxic Sili-Clean re- 
moves stubborn deposits of mold lubri- 
cant, one of the causes of failures in 
repairs to tubeless tires and other rubber 
articles, it is claimed. In tube repairing, 
Sili-Clean removes soapstone, calcium 
chloride, grease and lubricants from the 
tube surface and gives the perfect chemi- 
cal buff for hot or cold patching, no 
further rasping or buffing is needed, 
according ta the manufacturer, Patch 
Rubber Co., P. O. Box 933, Akron 9, O. 

a a 


Portable Dictation Unit 


SoundScriber Corp., North Haven, 
Conn., has introduced a portable 
dictation unit powered by four 
standard flashlight batteries. Tran- 
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sistorized and completely self- 
contained, the “200-B” weighs six 
pounds and costs only five cents an 
hour, to operate, the company said. 
The 15-minute plastic recording 
disc, which can also be played on 
33% r.p.m. home phonographs, is 
mailable in standard envelopes at 


regular letter rates. 
+. * * 





PROTECTIVE SPRAY—B.O.M. Co., 210 
Clinton St., Chicago 6, Ill., has mar- 
keted a spray product as an aid to car 
and truck owners in protecting motors, 
battery and ignition systems, and other 
parts subject to corrosion, rust, salt water 
and heat. The product is known as Bom- 
Kote Automotive Spray-Seal. This color- 
less preservative, it is stated, is packaged 
in 12 ounce pressurized containers for 
easy application. Applied to battery and 
ignition systems, it prevents corrosion and 
resists acid solutions, thus assuring longer 
life for these vital accessories. 

,o  @ 
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VALVE SPRING COMPRESSOR — Zim 
Mfg. Co., 3047 W. Carroll Ave., Chicago 
12, UL, has marketed two tools to com- 
press valve springs on Ford valve-in-head 
V-8 cors and Chevrolet V-8 cars. Eath 
Lifter has a hook that goes down through 
the pushrod hole where it engages the 
corner at the lower end. Pressing down 
on the handle compresses the spring and 
keepers are easy to remove, it is claimed. 

s-2 << 





AMMETER — A Hoyt ammeter kit has 
been especially designed for installation 
on late-model cars whose warning light, 
no-charge indicators do not show the 
charging rate of the battery-generator 
system. Introduced by Hoyt Electrical In- 
strument Works, 42 Carleton St., Cam- 
bridge 42, Mass., this ammeter is 
calibrated in the full 60-0-60 amp opera- 
ting range with an expanded scale be- 
tween 0 and 30 amps for the widest 
pointer-swing that indicates the charging 
current actually reaching the battery. 
This model 1501 ammeter fits either six 
or 12 volt systems. 











CARTON CUTTER—An aluminum tool, 
called the “Carton-Sizer,” is said to make 
possible the reuse of odd size cartons 
by scoring box walls to depth desired so 
sides can be folded to proper size. It 
is made of polished aluminum with a 
lifetime scoring wheel. Depth of scoring 
is controlied by adjustable depth gauge 
with set-screw. Available from Markay 
Products, 18 E. 11th St., Kansas City, Mo. 

. * 


WHEEL ALIGNER—A pit-type wheel 
aligner that accommodates a 48 to 90- 
inch tread width, making it possible to 
align wheels on all types of vehicles, has 
been marketed by John Bean Division, 
Food Machinery and Chemical Corp., 
Lansing 4, Mich. The aligner may be 
used with the firm's portable equipment, 
Mechanical or Visualiner heads. The firm 
hes also marketed the Economy Aligner, 
designed to make economically practical 
for service station and garoge owners 
who have only limited space available 
to get into the aligning business. 





WATER FILTER, DESCALER — Rust and 
scale formation in cooling systems of 
trucks, buses, and tractors is said to be 
reversed by a unique device announced 
by & V. Nielsen, Inc., 575 Hope St., 
Stamford, Conn. Called the Butler Water 
Filter and Descaler, this device auto- 
matically removes rust, scale and corrosion 
from water jackets and radiators and 
prevents further deposits from forming, it 
is claimed. Scale forming minerals, and 
excess oxygen, are removed from the 
water in cooling systems by an electro- 
lytic action between two metallic elements 
in the unit. Deposits removed from cool- 
ing systems plus scale-forming minerals 
in water are deposited in a transparent 
reservoir where they are easily accessible 
for disposal. a ih 


= 
Metals Become Minerals 


In Panther Roof Compound 


Panther Co., 840 N. Main, Fort 
Worth, Tex., has announced a cold- 
process asphalt roofing compound 
which is said to provide an effective 
answer to reroofing auto dealerships 








and service buildings with com- 
position-paper and felt-paper roofs. 
The process was developed after 
22 years of research. Panther said 
the metals in the coating have been 
converted to minerals so that they 
become inert, filler-type materials, 
adding to the pliability, ductility 
and adhesiveness of the material. 





ELECTRIC VULCANIZER — H. B. Egan 
Mfg. Co., P. O. Box 1406, Muskogee, | 
Okla., has announced an electric vulcan- | 
izer designed especially for service sta- 
tion use in making tire repairs. Simplicity 
of clamp operation and easy preparation 
of injury make difficult shovider and side- 
wall repairs as easy as tread repairs, it 
is claimed. This clamp can be quickly 
positioned so the tire hangs in a normal 
vertical position, no matter where the 
injury is located. A special repair gum, 
Camel Electro-Weld, has been formulated 
for proper filling of cuts and bruise breoks 
to be cured on this vulcanizer. 

2. se +8 





TIRE BUFFER—The Expand-O-Matic Tire 
Wheel automatically expands for 14, 15 
or 16-inch tires, One unit handles these 
three tire sizes without rim or adapter 
changes, it is claimed. The complete 
buffing cycle can be performed without 
removing the tire, according to the manu- 
facturer. The tire wheel is self-adjusting 
for tube or tubeless tires. The unit is 
easily adapted to present buffing stands, 
and comes in three models: Model 2100, 
the standard mounting arm with tire wheel 
and air hose outlet; model 2200, mounting 
arm and independent base; mode! 2300, 
mounting arm and integral base assembly. 
Salsbury Corp., 1161 E. Florence Ave., Los 
Angeles 1, Calif. 





ENGINE REPAIR STAND—Manzel Divi- 
sion, Houdaille Industries, Inc., 315 Bab- 
cock St., Buffalo, N.Y., has introduced an 
engine repair stand to accommodate the 
heavier, wider 1958 automobile engines. 
The stand is said to provide full 360- 
degree rotation for complete engine ac- 
cessibility, and incorporates a positive 
floor ‘locking device for stability. Tubular 
welded construction gives the stand 
greater strength than previous models, 
while total weight has been reduced, it 
is claimed. 





VACUUM CLEANER — An all-cluminum 
vacuum cleaner that weighs only 19 
pounds has been marketed. Model 404 
has a % horsepower by-pass motor, four- 
galion capacity aluminum tank with nylon 
filter — for wet or dry pickup without 
filter change. Designed for use with 1%- 
inch or 14%-inch hose and tools. Hild 
Floor Machine Co., Inc., 1217 W. Wash- 
ington Bivd., Chicago 7, lil. 





ENGINE PREHEATER—The Sinco “Gol- 
den Rod" engine preheoters are designed 
to fit any water-cooled gas or diesel 
engine, The units are available in three 
types—hecadbolt, frost plug and universal 
tank type—at 650-1,000-2,000 wotts, 115 
or 220 volts. All units are said to be 
shockproof and give leakproof installa- 
tions. Sinco Industries, 2905 E. Lake St., 
Minneapolis 6, Minn. 


AIR JACK—An air jack designed for 
alignment and frame straightening shops 
has been announced by Bear Mfg. Co., 
Rock Island, Ill. The jack, model AJ-2, has 
a removable saddle and foot valve con- 
nection which provides hand-free opera- 
tion. A pair of the air jacks has a 
combined lifting capacity of three tons 
maximum at 175 pounds air pressure. 
Specifications for the jack are: Collapsed 
height 14 inches, total height 19% inches, 
ram stroke 5% inches, weight 22 pounds. 
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(Continued from Page 9) 





had no argument with franchised | sights are natural attractions, man- 
dealers—locally. made attractions or special events. 
“We've been trading with them It offers step-by-step programs 


ing with them for years,” said 
one. “But this business of na- 
tional legislation is something 
else. When they call us ‘bootleg- 
gers’ and want to set up exclu- 
sive territories for themselves, 
we’re going to argue with them.” 
There was a lot of informal talk | 
among members about used-car | 
warranty plans, and many who} 
have started using warranties re- 
in-| * 


ported that they had helped | in $29.15 in tourist trade. That’s an 


rnaid pong “I'm going to| investment return of $1,000 for 
give plenty of attention to good|©V°TY dollar spent. / 
management and sales rane tol The booklet may be obtained for 


this next year. I think it is clear to| 15 cents from the Superintendent 
all of us that we are an important| of Documents, U. S. Government 
part of the automobile business—| Printing Office, Washington, D. C. 
and that we are in it to stay.” 2 ee 

* * * 


Small-Business Bills Due 


E House Small Business Com- 
mittee is preparing two bills for 


crease tourist business. While these 
programs will cost money, the Gov- 
ernment seems to think it is money 
well spent, 

The Florida State Advertising 
Commission, for instance, figures 
that the State gets at least $125 in 


reports that each 
spends for tourist promotion results 





There’s Gold in Tourism 


AR dealers have a tremendous | 

stake in promoting local tourist 
attractions, according to a new)! 
Government booklet. It is called 
“Your Community Can Profit from 
The Tourist Business,” and it cites 
some amazing statistics. 

For example, it asserts that if a 
community can attract two dozen 
tourists a day throughout the year, 
it would be economically compara- 
ble to acquiring a new industry 
with an annual payroll of $100.000. 

A case in point is Knoxville, 
Tenn., which does about $35 mil- 
lion a year worth of out-of-state 
tourist business. Of that annual 
outlay, according to a 1955 survey 
by the Knoxville Tourist Bureau, 
$3,696.000 went for auto upkeep. 
It is little wonder that Knoxville 
residents call tourism “the big- 
gest and most profitable business 
in town.” 

The booklet emphasizes that a 
community does not need multi- 
million-dollar airports. beaches or 
canyons to get its share of the 
tourist money. Tourists, the Gov- 
ernment finds, simply want to see 
and experience something they do} 
not have at home, whether the 





Chevrolet Names 
Wilson to New Job; 
7 Others Promoted 


DETROIT.—Eight high-level ap- 
pointments were announced last 
week by E. N. Cole, Chevrolet gen- 
eral manager. They include crea- 
tion of some new 
positions and a 
new grouping of 
administrative du- 
ties and responsi- | 
bilities. 

J. Ryley Wil- 
son, divisional au- 
ditor, was ap-| 
pointed to the new 
position of gen- 
eral administra- 
tive manager. He 
will head the new 
administration department. Wilson 
joined Chevrolet in the auditing de- 
partment of the Tarrytown (N. Y.) 
plant in 1933. 

Robert J. Talbot, resident comp- 
troller at the Flint assembly plant 
Since 1954, was appointed general 
auditor of the division. He joined 
Chevrolet as a payroll clerk at Tar- 
rytown in 1927. 

Norman J. Ellis, general director 
of industrial relations since 1952, 
was appointed to the new position 
of general director of personnel. He 
has been with Chevrolet since 1935. 

Other appointments included: R. 
C. Huestis, from assistant director 
of industrial relations to director, 
succeeding Ellis; Byron H. Holmes, 
from assistant chief engineer (ad- 
ministration) to director of salaried 
Personnel, and John D. Mintline, 
from resident comptroller at Sag- 
inaw Service manufacturing to resi- 
dent comptroller at Flint assembly, 
Succeeding Talbot. 

Also, Henry D. Mosier, from gen- 
eral director of salaried personnel 
to resident comptroller at Saginaw 
Grey Iron Foundry and Saginaw 
Service manufacturing, and T. E. 
Dougherty, from staff engineer to 
assistant chief engineer (adminis- 
tration) succeeding Holmes. 





J. R. Wilson 





and talking with them and meet- | for businessmen who want to in-| 


|Labor and Antitrust Laws 


5 |Commerce announced that it 
tourist business for every $1 it} 
spends for advertising. Knoxville | 
three cents it| 








introduction at the next session of 
Congress. One would help provide 
long-term loans and equity capital 
to small business. 

The second would eliminate some 
of “the inequities in the Federal 
tax structure that are now stifling 
the capital growth of the small en- 
terprise,” according to a committee 
statement. 

* * * 


—— a hint by Senator 
John McClellan, Arkansas 
Democrat, that national right-to- 
work legislation may be considered | 
next year, the U.S. Chamber of | 
is | 
preparing to testify in favor of 
such a law right now. 

In a speech in Virginia, Cham- 
ber President Philip M. Talbott 
said he could not understand 
“why labor objects so strenu- 
ously to being brought under the 
antitrust laws.” 

The merchant said he thought 
the antitrust laws helped business, 
and he added that he was willing 
“to venture a small bet that labor 
would find itself better off in the 
long rang if it voluntarily accepted 
the antitrust principle.” 
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some of the kinks in the assembly 
line brought about by the introduc- 
tion of the new 100-inch wheelbase 
model, and turned out an estimated 
3,030 units. That's about 200 units 
under its pre-holiday level, but well 
above the 2,597 units rolled from 
the lines the previous week. 
: - >= 
-P, WHICH has laid off some 
workers. while it balances its 
field inventories, assembled an esti- 


velopment center will be operated 
independently of both the manufac- 
turing and research operations. 
The development center will be 
used to develop processes capable 
of efficiently producing newly de- 
veloped paint, plastic and brush 
materials. Development work will 
be continued also on existing proc- 
esses in an effort to attain more 
efficient and economical production 
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580,803 during November a year 
ago. 


Ford to Close and Sell 


Its Waterford Plant 


DEARBORN.—F ord Motor Co.| 
will close its small Waterford plant | 
two miles south of Northville, | 
Mich., according to Paul A. Miller, | 
general manager of the accessory | 


of products now in commercial use. | division. 


Production operations of the 
plant will be moved to the nearby 
new Rawsonville plant in Ypsilanti 
Township to take advantage of 
more modern facilities, said Miller. 
Ford plans to sell the Waterford 
plant. 

The Waterford plant, a one-story 
structure, was opened in 1925. It 
has produced many of the precision 
gages used in Ford automotive 
manufacturing. The plant was one 
of a group of small hydro-factories 
operated by Ford in Southeastern 
Michigan. Two others located at 
Milford and Manchester were con- 
solidated at Rawsonville earlier 
this year. 


Memphis Dealers 


Honor Harman 


MEMPHIS.—More than 125 Ford 
dealers from the Memphis district 
attended a farewell luncheon for 
Richard P. Harman, former Mem- 
phis d istrict sales manager for 
Ford. 

Harman has been named execu- 
tive assistant to Walter J. Cooper, 
Ford general sales manager. 

Harman joined Ford in 1946. Hé 
had been sales manager in the 
Memphis district since September, 
1956. 





| “Revised, Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 
| N. B.: All U. 8S. totals include cars and trucks for military orders. 
| ***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


U. S. and Canada....173,584 202,161 142,154 706,522 6,872,073 7,129,648 
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in Mack totals. 


al Ti citiaaies Fall 
From Prewar Pedestal 


(Continued from Page 4) 


Justice which stripped all suchj|an astounding reversal of prewar 
clauses from dealer franchise} form. 


agreements. 
7 > > 

Bo: as evidenced by the fact 

that protected territories for 
cities were listed among dealer 
responses to the 1939 NADA ques- 
tionnaire, more franchise-holders 
then were partial to a solution that 
spelled out “protection” than to 
one that meant no restrictions at 
all. 

In 1940, an auto trade fair prac- 
tices bill was introduced by Rep. 
Wright Patman, then and now a 
Texas Democrat. A main complaint 
against the bill was that a require- 
ment for territory protection had 
been removed from its text. The 
bill languished when an NADA poll 
showed overwhelming dealer op- 
position to Federal legislation. 

By 1955-56, dealer sentiment had 
radically changed. Corrective Fed- 
eral legislation was favored by the 
dealer body, but a return of pro- 
tected territories was opposed by 
nearly 50 percent of dealers voting 
in the Monroney questionnaire— 


The anti-protection vote led 
last year to the demise of House 
and Senate bills designed to per- 
mit the resurrection of protected 
territories, once an untouchable 
“sacred cow.” 

That numerous dealers long for 
the old days was shown by the birth 
this year of the Authorized Dealer 
Survival Assn., dedicated solely to 
a revival of selling territories. 

ADSA’s proposed in-territory bo- 
nus and NADA’s plan for an in- 
fringement indemnity service 
commission ran into the Justice 
Department roadblock again this 
fall. Protected territories have 
truly fallen off their one time 
pedestal. 


Mossy on BBB Board 


NEW ORLEANS. — Wiley L. 
Mossy, president of Mossy Motors, 
Inc. (Oldsmobile), has been elected 
to the board of directors of the 
Better Business Bureau of New 
Orleans, 
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30.7% greater price class penetration for Chrysler 
this year! Chrysler Division’s share of registrations in 
its price groups is at a new high! A big share of 
Chrysler’s new business is coming from Chrysler 
dealers’ deepest bite ever into the competitive owner 
body. Chrysler dealers’ percentage of conquest sales 
from their two leading competitive owner groups aré 
up 53.3% so far this year! 


And no wonder, when impartial surveys show that 
64% of the buying public prefer Chrysler’s Flight- 


Sweep styling to any other! The public has backed up 
its first choice by sending Chrysler Windsor trade-in 
value to a record high percentage of original cost 
after a full year! 


Chrysler is in demand, and this means business. . . 
more and more of it . . . for Chrysler dealers! Still 
broader selling opportunities are opening now for 
Chrysler dealers, with the introduction of the all-new 
Chrysler Windsor, the only luxury car now in a 
lower priced field! 


The percentages are in your favor when you deal with... Ee H R y SLE kK 


CHRYSLER DIVISION « CHRYSLER CORPORATION, DETROIT 31, MICHIGAN 





on ee 





a 


28 


Compiled by Automotive News... 





Weekly Economic Index Begins 


(Continued from Page 2) 
an important factor in new-car- 
sales patterns. 

With the exception of these last 
two items, the changes in other 
factors in the chart will be aver- 
aged each week in the AuTomoTive 
News Economic Index, a measure 
of how the economy of the nation 
as a whole and particularly the 
auto economy are moving. 

The stories that accompany the 
weekly charts will tie together 

the reports on more than 30 
other monthly statistics, ranging 

from machine-tool orders and tire 

production to consumer credit 
and personal income. | 

A financial report will summarize 
activities on the money front, 
touching on installment buying, 
loans to business and the moves of | 





Government fiscal authorities. 
A report on employment will in-| 


clude not only data on the em- 
ployed and unemployed, but also 
information on persons working 
more than 40 hours a week and 
those who are working less than 
30 hours a week. 

The monthly outlook report will 
deal with retail sales, what the 
stock and bond markets are doing, 
the prospects of the farmer and 
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iN TOTAL DAILY CIRCULATION 


New leader among Houston newspapers is The Houston Post. Total 
daily circulation of The Houston Post is now largest of any Texas daily, 


morning or evening: 213,198.° The 


Number One market is The Houston Post—first in total daily circulation. | 


*As filed with A.B.C. for six months ending September 30, 1957, subject to ovdit. 
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COURTAULDS’ SUPER-COLOR-FAST COLORAY FIBER IS IN THE NEW 


PONTIAC 





DeLuxe 
Station Wagon 








the capital spending of business. 

A fourth report will round up 
other key economic reports— 
price movements, population 
trends, saving and income and 
gross national product. 

The weekly report on the prices 
of the common stock of the five 
auto-producing companies will be 
continued. 

* * * 


Automotive News Index 
Trails Like ’56 Week 


ee chiefly the slowup 
for the Thanksgiving holiday, 
the Automotive News Economic In- 
dex has fallen off to 96 percent of 
the previous week and 97.3 percent 
of the like week last year. 


Effects of the holiday are par- 
ticularly noticeable in auto and 
truck production. Output of vehi- 
cle makers ran at 75 percent or 
less of comparable totals for the 
previous week and like week last 
year. 


Auto registrations present a 
changed picture—sales have topped 


| the year-ago total for the first time 


since the full report on February 
registrations was made. 


At the end of February, sales fell 
behind the year-ago pace and 
stayed behind until the most re- 
cent report. 

* * + 


At LEAST part of the falloff in 
steel production can be traced to 
the holiday, although the industry’s 
output has been dropping since 
early this year. 

Both department store sales and 
the level of stock market prices 
show strength. Heading into the 








Christmas season, department 





44th Anniversary— 


Trio Motor Sales, Pitman, N. J., oper- 
ated by C. N. Eastlack sr. and C. N. 
Eastlack jr., celebrated its 44th anniver- 
sary as a Ford dealer with a huge birthday 
cake and a special “Anniversary Week." 
| The cake was presented to the dealership 


by officials from Ford's Philadelphia 
district office. From left are Howard 
Heritage, a Trio customer, grandson of 
the founder; Cy Eastlack; C. W. Ramsay, 
assistant district sales manager, and 
Robert McGarvey, Trio general manager. 


stores were showing a 4 percent 
increase over the total for last 
year. 


Stock prices not only recovered 


from the setback which followed | 


reports of President Eisenhower’s 
illness but also showed a 2.1 per- 
cent gain for the week. 


farthest ahead of last year’s total 
is spending by the U. S. Govern- 
ment. Federal spending for the fis- 
cal year which began July 1 is run- 
ning nearly $4 billion (12.2 percent) 
ahead of the rate of last year. 


+ € > 


iM O items which are not com- 


ponents of the Automotive News 
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Economic Index also showy 
strength. 


The used-car price average shot 
up to $1,045 as 1957 models be. 
came a part of the average fo 
the first time. The figure was 39) 
percent above the $751 ave 
for the previous week which dij 
not include 1957 models. 

The $1,045 figure is 4 percen; 
above the $1,005 average for the lik 
week last year. Prices on 1956 mo 
els were a part of the average fy 
the same week last year. 


Business failures, which had ip. 
creased during recent w 
dropped during the holiday wee 
They were 23.7 percent behind th 
total for the previous week and 75 
percent behind the like week ¢ 
1956. 

+ aa > 
ESPITE huge increases in th 
gross national product and per. 
sonal income, the nation is losing 
ground to rising prices and popy 
lation, Government reports show. 

The latest report on the grow 
national product (total of goods 
and services produced in_ the 
U. S.) said the economy was run- 
ning at the rate of $439 billion a 
year. The total is 54 percent 
above the $416.7 billion for the 
like report of last year. 

Although personal income 
dropped from September to October, 
the October total was placed at 
$345.5 billion or 3.4 percent above 
the $334 billion for October, 1956. 

* = > 
Hovrsv=. prices have gone up 
by 2.9 percent in the last year 
and the population has increased 


4 | by 1.8 percent. 
The economic indicator which is| 


When the increase in personal 
income is adjusted to reflect the 
increase in prices and then is cut 
up among a larger population, the 
nation shows a net loss of $23.92 
per person. 

Per capita income amounted to 
$1,976.33 last year. The total for this 
year is $1,952.41 per person after the 
rise in prices is deducted. 





102,000 Jam St. Louis Show to Set Record 


(Continued from Page 6) 
Carl Saunders, Qakland, Calif., won | 
the sweepstakes prize in the “beauty | 
contest” for cars. 

The first show ever staged in 
Livermore, Calif., was held Nov. 21 
under sponsorship of Livermore 
Valley dealers, 

All domestic lines and a number 
of foreign cars were exhibited. Boat 
dealers and the Livermore Herald 
& News were co-sponsors. 

* * > 
“q*LIMBING Golden Stairs” will 
be the theme of Chicago’s 50th | 
auto show, sponsored by the Chi- 
cago Automobile Trade Assn. | 

Since 1950, when the show was 
resumed after a nine-year halt due 
to World War II and the readjust-| 
ment period, seven Chicago expc- 
sitions have drawn more than 3.8 
million visitors. 

Last year’s attendance was a | 
record 494,411 and a new high is 
anticipated at this year’s event. 


More than 300,000 of 500,000 square 
feet of space at the International 
Amphitheatre will be devoted to 
displays—140,000 to U. S. cars in 
the Exposition Hall, 70,000 to 
trucks in Doncvan Hall and 32,000 
to foreign cars. 

“Many of the exhibits are being 
designed expressly for the Chicago 
show,” said C. J. McCorkle, chair- 
man of the executive show com- 
mittee. 

“Because of the increased exhibit 





Sunday Sales End 
In Youngstown, O. 


YOUNGSTOWN, O.—A “gentle- 
man’s agreement” among 14 deal- 
ers has halted Sunday sales of 
autos here in violation of “blue 
laws.” The new policy was an- 
nounced by the Youngstown Auto 
Dealers Assn. and Automobile 
Salesmen’s Assn. 

Some dealers had said they 
stayed open on Sunday because 
other dealers were open and they 
“had to protect” themselves. 

John Hanlon, president of the 
salesmen’s group, said he will ask 
the prosecutors of Mahoning and 
Trumbull counties to cooperate in 
enforcing the law among dealers 
outside Youngstown but in the 
Youngstown marketing area. 


space, through use of Donovan Hall 
for the first time, individual areas 
will be larger and many of the 
displays will be shown in Chicago 
and nowhere else.” 


Stressing the emphasis placed on 
the auto, Edward L. Cleary, show 
manager, said “our crowds are 
drawn purely through interest in 
automobiles. Everything is subord- 
inated to the car—the car is the 
star. Our stage presentation, for 
example, has no ‘big-name’ per- 
sonalities.” 

- ” > 


vos overall decor will be gold 
lame and moonbeam satin. In 
the central arena will be a 20-step 
golden stairway leading up to the 
orchestra shell, where golden web- 
bing will extend to the ceiling. 


On each side of the 20-foot-wide 
stairway will be white columns 
75 feet tall and 12 feet in diam- 
eter, 
Drapes at the side of the stage 
will be of gold velour, 200 feet 
wide. 

Community and neighborhood 
newspapers in Chicago and suburbs 
are conducting their annual search 
for 21 community beauty queens 


who will accompany new autos in| 
| tended. 


Another feature will be an auto-| 


the “Motorevue of 1958.” 


motive historical section covering 

12,000 square feet. More than 20 

antique cars will be on display. 
. * 


+ 

HE Miami Automobile Dealers 

Assn. has set a goal of 200,000 
attendance at its “biggest and best” 
show. 

Frankie Watts, chairman of the 
show committee, said auto makers 
had promised to send most of the 
exhibits prepared for the Chicago 
show. 

The 38 franchised dealers in 
the Greater Miami area expect 
te exhibit 104 stock models, 36 
ancient cars, with 60 spaces going 
to small-car exhibitors and acces- 
sory firms. Several dream cars 
will be on view. 

Watts said a Rambler station 
wagon will be among 36 prizes to 
be awarded visitors. Another at- 
traction will be a fashion show. 

A number of TV personalities are 
expected to be on hand opening 
night. Among them will be Bill 
Lundigan and Mary Costa, featured 
on Chrysler programs; George 
Fenneman and Peggy Taylor, of 


illuminated from _ within. 





the DeSoto show, and Julia Meade, 
of the Lincoln-Mercury program. 


Other attractions will be Priscilla 
Fisher, “Miss 1958 Model,” and the 
beauties who will represent each 
make of car exhibited. They will 
take part in a parade preceding 
the opening of the show. 


Warranty Firms 
Called Insurers 
In Calif. Ruling 


LOS ANGELES.—Attorney Gen- 
eral Edmund G. Brown has ruled 
that warranty companies which 
guarantee performance of cars sold 
by used-car dealers must conform 
to regulations of the State insur- 
ance commissioner. 


Companies which guarantee to 
repair or replace moving parts of a 
used car which breaks down within 
a year do not render a “service” but 
rather give “insurance,” Brown 
held. 


Fees charged for such guarantees 
is an insurance premium and there 
fore comes under the insurance 
commissioner’s regulation, he con- 


The ruling does not apply to used- 
car dealers who make their own 
guarantees. 


Double Honor 


Olds Dealer Since ’27 Marks 
37th Auto Year 


EVANSTON, Ill—A dealer who 
unveiled 1958 models and also 
marked his 37th year in the auto 
business was honored by more than 
400 friends at a party in his show- 
room. 

The dealer, Al Norman sr., Nor- 
man Motors, Inc. (Oldsmobile), also 
was celebrating his 30th anniversary 
as an Oldsmobile dealer. Joining in 
the celebration was Al Norman jr. 
general manager and sales manager 
of the firm. 

The elder Norman entered the 
auto business with a garage. His 
first franchise was with Flint. As 
his garage business grew, he added 
repair parts and became a fran- 
chised dealer for other new autos, 


thirty years ago when he became 


the local Oldsmobile dealer. 
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By William Carroll 
Staff Correspondent 


ge for LAS VEGAS, Nev.—This land of. 

the dancing dice is a city of violent 
ad in F contrasts in auto sales success. 
weeks | When the 58s hit the floor, new-car 
wek I showrooms were anything but 
1d th f swamped as only half the usual 
nd 15 § crowds showed to slam the doors 
ek of | and dirty the carpets. 

Lookers were few, price shop- 

pers many and “walkers” fre- 
in th | quent because of the prospects’ 
d per | minus equity in their tradeins. 
losing | Adding to the woe, Las Vegas 
popu dealers were storming about 
10W, simultaneous appearance of ’58 
Eros low (“no”) milers on local used- 
roods car lots. 
the Only a few weeks after announce- 
run § ment time, sales are still spotty and 
ion a § modest. At Todkill Lincoln-Mercury, 
‘ent § nine Lincolns are back-ordered (a 
' the 8 60-day inventory for Todkill), and 
of the 13 firm deals to date, 12 were 
‘ome paid for with folding money. The 
‘tober, § remaining car has a nominal $3,400 
ed at § paper job. 
above Other expensive makes are mov-| 
956. ing fairly well, but the medium 
price field is a wallflower and Chev- 
ne up | rolet and Plymouth are not doing 
; year | all that’s desired. 
‘eased Floor-planning and paper from 
long-established and well-financed 
sonal | dealerships goes through local 
| the | banks; the balance (about 85 per- 
s cut | cent passes to finance groups such 
, the | as GMAC and Commercial. 
23.92 Hours for new-car spots are set 
by the local dealer’s association: 
ed to | Eight to Eight daily, till six on 
r this | Saturday and closed all day Sun- 
erthe | day. 

Most used-car operators follow | 

—— [ suit, with only a few being open) 
seven days. Sales practices include | 
d post cards, 10 phone calls a day 
and consistent followup. 

Overeager in the medium-priced 
feade, | field is the dealer with demonstra- 
am. tors out following competitive sales- 
iscilla | men. After the competition has a 
d the . 
each ° 
a (Florida Dealers 
eding 

Told How to Meet 
_ |Letter of Law 
ORLANDO, Fila.—-The Florida 
Automobile Dealers Assn. last week 
advised members on how to comply 
with a new State law without mak- 
ing public their financial condition. 
Gen- The law becomes effective Jan. 1. 
ruled | It requires that dealers either se- 
nich | cure a $3,000 surety bond to obtain 
; sold | @ 1958 dealer’s license, or file with 
form | the motor vehicle commissioner a 
nsur- | financial statement, approved by the 
franchising manufacturer, showing 
eo to | # Ret worth of not less than $15,000. 
oe Noting that the financial state- 
ithin | ment “is in detail and is confiden- 
” but | Sal and not for public observation,” 
rows the association suggested dealers 
take the following steps: 

1. Prepare a financial statement 
ntee’ | showing a net worth of no more 
here- | than $15,000 and send it to the 
rance ry. 

con- 2. Explain to the factory the pur- 

Pose of the statement and request 
used- [the factory to approve the state- 
own § ment and return it. 


3.Send the statement to the 
Motor Vehicle Department when 
applying for the 1958 license. 
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Credit, Sales Tactics Wacky... 
ee 


No ’58 Jackpot Yet 
For Las Vegas Dealers 


chance to sell the prospect and 
drives away, the demonstrator 
teams walk in and make price 
concessions to close a deal. 


It must be working, if complaints 
by the other dealers are any indi- 
cation of success. 


Classifying the buyer is some- 
thing of a project here, and credit 
ratings are not what one might 
think. Businessmen often are con- 
sidered poor risks as they often 
overexpand, attempt to “drive it 


up,” and to suffer a repo later on. | 


The sporting fraternity is good 
paper. 

Gamblers are honest workers in 
Las Vegas and pay their bills 
promptly as they must retain 
both a good reputation and good 
credit to work on the “Strip.” 

Few new-car dealers in the area 
wholesale their used merchandise 
to local used-car dealers. Clean cars 
are held for resale (one dealer fig- 
ures used-car sales at three times 
new) or wholesaled to California 
buyers. 

On the other hand, Las Vegas 
used-car dealers bring in sharp late 
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models to front-line their lots in| the happy result of now having all 
direct competition with franchised | the service work he can handle, 


operators, 

One such lot (Boob Jones Used 
Cars, operated by Sam and Herman 
Jones) has a ’58 Imperial, an Edsel, 
three ’58 Plymouths (two wagons), 
a Chrysler, two '58 Fords (one 
wagon, a DeSoto, a Chevrolet Im- 
pala convertible and three ’57 Ford 


| retractables, plus the usual spread 


of new to recently old Cadillacs. 


Another used-car operator guar- 
antees to deliver any ’58 at $150 
over dealer’s cost within three 
weeks. To date, buyers have got- 
ten their cars as promised, minus 
service. 

Used-car business in the area is 
holding well, with both old and new 
units moving briskly. A few new- 
car dealers are active in the mar- 
ket and buy a major portion of 
their used-car stock. 

Advertising budgets are modest 
by metropolitan standards. Active 
dealers spend $800 to $1,200 monthly 
—two-thirds for TV time and one- 
third for newspaper space. Cus- 
tomer labor charges run between 
$4.50 and $5.50 an hour, with good 
mechanics as hard to find in Ne- 
vada as they are anywhere else. 


As a group, the Las Vegas dealers 
(auto not card) are a shrewd group 
of businessmen operating in an 
aura of spendthrift carelessness. A 


| hard-hitting Studebaker dealer cap- 


tured 22 percent of the registra- 


| tions for a short time in 1955 with 





Canadian Auto Industry 


OTTAWA.—Rumors of reduction 
or elimination of the 10-percent ex- 
cise tax on new cars threw Canada’s 
auto industry into chaos last week. 

Some plants were idle for part 
of the week and workers in others 
were laid off for an indefinite 
period. Prospects were reported 
postponing purchases and wait- 
ing to see what the Government 
is going to do. 
Dealers said 
that sales of 
new cars had 
virtually come 
to a halt. 

Liberal mem- 
bers of Parlia- 
ment tried, with- 
out success, to get 
the Cabinet of 
Prime Minister 
John Diefenbaker 
to reveal what it 
plans to do about the tax. 

There was one rumor that the 
rate would be cut to 5 percent and 
there have been other reports that 
the tax would be dropped. Diefen- 
baker refused to make any com- 
ment on his plans for the tax. 

Finance Minister Donald Fleming 
denied any connection with the 
tax-cut rumors and would not talk 
about any plans for any reduction 
that the Government might have. 

During campaigning before the 
June election in Canada, some of 
Diefenbaker’s Conservatives prom- 
ised the excise would be eliminated 
and others said it would be reduced. 
Since winning the election, the Con- 
servatives have not issued a clear 
statement on their tax plans. 

Liberal Paul Martin urged the 
Government to make an immediate 
statement before present auto-plant 
layoffs spread to feeder and supply 
plants. Ford and Chrysler plants 
are located in the Windsor area 
which is represented by Martin. 

Ford has laid off 2,400 workers 
and cut production by one-third. 

Chrysler plants were idle four 

days last week and General Mo- 

tors plants missed two days’ pro- 
duction. 

In announcing the two-day shut- 
down, E. H. Walker, president of 
GM of Canada, said all overtime 
work would be eliminated and 
added: “A decision concerning fur- 
ther shutdowns will be made as 
soon as more is known about the 
Government’s specific plan regard- 
ing excise tax rates.” 

Earlier, in a Toronto press con- 
ference, Walker expressed confi- 
dence about the outlook for the 
Canadian economy. 

Reporting that in the last three 
years General Motors of Canada 
had added 21 acres of new shop 
space to its various plants in Can- 
ada, that till the end of November 
the company’s Oshawa plant was 
working two full shifts a day, and 


E. H. Walker 


In Chaos Over Tax Rumor 


that Canadians had $6 billion in| 
savings in banks. Walker told news- | 


men that the company felt the 
Canadian economy to be sound. 
“We believe that Canada is pros- 
perous,” Walker said. “I believe that 
the future holds great promise for 


the automotive industry, which in| 


its turn can go a long way to 
change promise into prosperity for 
a large part of our society.” 

Prior to the opening of the 
Canadian General Motors Motor- 
ama at Toronto, GM and its 
subsidiaries held a press con- 
ference, at which Walker reported 
that “our dealers had practically 
no holdover of 1957 cars. 

“We have had to press hard to 
spread our initial production 
equitably throughout our dealer 
organization. Our plants at Oshawa 
are running two full shifts per day 
and we are, just this week, finding 
it possible to reduce our premium 
overtime operation. 

“Our tooling bill in Canada for 
our 1958 models is the largest in 
our history by a margin of several 
million dollars. Our sales forecasts 
are also the largest in our history, 
and to back this up we are spend- 
ing more advertising dollars than 
ever before.” 

“As an indication of our aware- 
ness of the increasing popularity 
of the smaller car, 
with reference to the growth in 
the number of two-car families, 
we will shortly have the economi- 
eal British-built Vauxhall Victor 
in quantity for our Canadian 
customers,” Walker stated. 

“We feel confident that the Victor 
is the answer to the demand for 
a smaller second car. We have in 
it desirable features of North 
American design such as the 
panoramic windshield, sleek body 
styling and real roominess.” 


Grimes, Greene 


Promoted by CCC 


BALTIMORE.—Edmund L. 
Grimes, formerly president of Com- 
mercial Credit Co., has been elected 
chairman and chief executive 
officer succeeding E. C. Ware- 
heim, who retired. Charles C. 
Greene replaced Grimes as presi- 
dent. 

Wareheim joined CCC in 1912 and 
was one of the firm’s three original 
male employes. He was elected pres- 
ident in 1948 and chairman in 1954. 
Grimes joined the company 13 years 
ago and had been president since 
1954. 


Greene has been with Commercial |. 


Credit since 1930 and has been a 
vice-president since 1956. In another 
promotion Charles T. Crossfield, a 
28-year veteran, was elected a vice- 
president. 





Imported cars are not as popu- 
lar as one might imagine, with 
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Ford Abandons 
Factory-Delivery 


Jaguar sales softening in the past | Service in Detroit 


five months. 


How well dealers do was brought 
out by Earl Ebeling, general man- 
ager of Todkill Lincoln-Mercury, 
who said, “We're holding a good 
gross, but we do it differently. 
When the ’57s were announced, we 
determined what gross would be 
needed to make a profit. Then we 
held that gross throughout the 
year, 


“As a result in '57 we enjoyed a 
gross retention average of $1,500 
on Lincoln and slightly over $800 
on Mercury. Washed-out ’57 Mercs 
left us $550, which seems a lot bet- 
ter than most dealers do all year 
around.” 


America’s Best 


SALES MANAGER 


For Buick Dealership 


SALARY $15,000 to $25,000 
And An Opportunity to Make More 


DETROIT. — The Ford division 
has closed its factory-delivery de- 
partment here because of a decline 
in interest in the service, accord- 
ing to a spokesman. 

He said requests for factory de- 
livery have dwindled sharply since 
the reduction in freight differentials 
in the last few years. Apparently 
the saving on freight no longer 
makes it economical to pick up cars 
here, he added. 

However, he said, out-of-town 
buyers still can take delivery of 
cars here by having their own 
dealers make arrangements with a 
Ford dealer in Detroit. 


— man we are seeking must be one of the 
top Sales Managers in America. He must be 
able to take charge and operate a large Buick 
dealership in Northern N. J. Our company has 
been in business for many years and enjoys the 
finest reputation in the industry. We are now 
operating and always have operated profitably. 


The man we want must be able to operate a 
volume dealership in a clean, ethical business- 
like manner profitably and successfully in to- 
day’s market. He must be an exceptional indi- 
vidual, who can develop new business, hire, 
train and direct sales personnel, help close 
deals, be experienced in sales promotion and 
have present proof of accomplishment. 


Please do not apply unless you have a proven 
record of accomplishment, have the finest char- 
acter with the very best of references and can 
stand rigid investigation of your past perform- 
ance. Send full resume, which will be held in 
strict confidence to: Box AN-10, Automotive 


News, Detroit 26, Mich. 
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But Domestic Duals Are Growing... 





Exclusives Sell Dallas Imports 


(Eprror’s Notge: This is another 
in a series of reports from the 
nation’s major marketing areas 
on the merchandising, distribu- 
tion and servicing of imported 
cars.) 

By C. K. Cates 
Staff Correspondent 
pegs of imported cars 

in Dallas represent about 2.5 
percent of total sales of passenger 
cars, and their penetration of the 
local market currently is increas- 
ing at about the same ratio as in 
the past two or three years. 

From 80 to 100 foreign cars 
are being sold each month. Sales 
of domestic cars amount to 3,500 
to 4,000 a month, according to 
registration figures for Dallas 
County. 

The makes sold by dealers in 
the county range from the tiny 
BMW Isetta to the Rolls-Royce. 
Others include Volkswagen, English 
Ford, Porsche, Alfa Romeo, Facel- 
Vega, Renault, Simca, Borgward, 
MG, Opel, Vauxhall, Hillman, Tri- 
umph, Jaguar, Morris, Bentley, 
Austin Healy, Volvo and Metro- 
politan. 

: * = 

_—— majority of these cars are 

marketed by three concerns 
which are exclusively foreign-car 
dealers or distributors. One con- 
cern handles six makes (including 
English Ford) and has a separate 
Volkswagen exclusive in the down- 
town area. Another distributor 
(which itself is the dealer in Dallas) 
handles Renault exclusively in 
Texas, Oklahoma and New Mexico. 

The third exclusive handles seven 
makes. 

Five domestic dealers have 
taken on an imported line or 
plan to do so. Others are inter- 
ested and some are negotiating 
for foreign-car selling agree- 
ments. 

Those who have taken on the 
foreign lines express satisfaction 
with the experiment. They say the 
imports have improved their com- 
petitive position and created some 
new ficor traffic and that the sell- 
ing methods required for the for- 
eign makes have had a salutary 
effect on the sales staffs. 

> > 7 

E of these dealers said: “The 

people who are shopping for 
the small economy cars are product- 
conscious; the prospects for the 
American cars are concerned cnly 
about a deal and the looks of the 
car.” 

He said the salesman showing 
a foreign car must be able to 
answer questions about the merits 
of the car—its basic specifica- 
tions, its innovations, economy 
record and its distinguishing 
functional operations. 

“The people buying these cars 
are shopping specifically for these 
features,” he said. 

Immediate delivery is promised 
for most makes, but Volkswagen 
buyers must wait five or six 
months. It takes about two weeks 
to get a Renault if the color is not 
in stock. Volkswagen commercial 
vehicles can be obtained in 30 to 60 
days. 

* © * 
= volume of sales, coupled with 
availability of merchandise in 
some instances, has not justified 


Speakers Listed 
For NADA Parley 


(Continued from Page 3) 


service department, Ford divi- 
sion, and B. E. McCane, service 

it, Edsel. 

General Motors will be repre- 
sented by William J. Buxton, Olds- 
mobile; T. A. Dykstra, technical 
manager, service section; Hugh J. 
Hales, Pontiac; Ernest L. Harrig, 
service manager, Chevrolet; E. 
James Krause, service manager, 
Buick; Paul E. McDonald, manager, 
GM training centers; J. C. Marek, 
service manager, GMC; Robert M. 
Phillips, service manager, Cadillac, 
and Myrle E. St. Aubin, director of 
the service section. 

Studebaker-Packard will be rep- 
resented by Roy B. Bender, general 
service manager; E. J. Challinor, 
assistant general service manager, 
and J. C. Sheppard, eastern regional 
service manager. 





regular advertising programs by 
the import dealers, but they all 
use newspaper advertising in line 
with their market penetration. 

All such dealers believe that in- 
creasing sales volume will justify 
increased advertising schedules in 
the future. 

The price or “deal” 


theme ap- | 


plied to domestic-car advertising 

is not followed in foreign-car ads, 

It adheres strictly to product ad- 
vertising. 

There is practically no discount- 
ing at the retail level. Dealers get 
the full markup, or very close to 
it, except in rare instances. 

Most of the foreign-car dealers 


Obituaries 





Robert B. Wright Sr. 
MOULTRIE, Ga.—Robert B. Wright sr., 
a Ford dealer here since 1921, died Nov. 
29 after a three-week illness. He was 66. 
* 


Rob Stephens 

THOMASTON, Ga.—Rob Stephens, owner 
of Stephens Automobile Co. and a Ford 
dealer since 1913, died here Nov. 21 at the 
age of 68. Prior to moving to Thomaston 
in 1917 he had been a Ford dealer in The 
Rock, Ga. 

* * 


* 
Wilson Neil Pressley 
COFFEYVILLE, Kans. — Wilson Neil 
Pressiey, 44, owner of Pressley Motor Co., 
died of a heart attack suffered in his office 
Nov. 25. Mr. Pressley came to Coffeyville 
in 1956 to operate a used-car business. He 
purchased Blackett Motor Co. in the spring 
of 1957. 
* * * 
Edward 8S. Fretz 
COLLEGEVILLE, Pa.—Edward 8. Fretz, 
93, a pioneer in the automobile industry, 
died November 23. Until he retired, Mr. 
Fretz was head of Merkel Light Motorcycle 
Co., Pottstown, an early manufacturer of 
automobile motors, parts and motorcycles. 
Before he joined Merkel, he started Light 
Cycle Co., Pottstown, which made bicycles. 
He was a director of Ursinus, Franklin and 
Marshall and Cedar Crest Colleges and was 
a former president of the Pottstown Cham- 
ber of Commence and of oe Rotary Club. 
* 
Alfred Recke 
MILWAUKEE. — Alfred Reeke, 77, or- 
ganizer and first president of the first Mil- 
waukee Automobile Assn., died Nov, 25. 
He was with Schwarz Nash Sales & Service 
and formerly operated dealerships here and 
in Cleveland and St. Louis. 
* * * 
Clayde Dorsey 
BIRMINGHAM, Ala. — Clayde Dorsey, 


president of Dorsey Trailers. Inc., Elba, 
Ala., is dead. He was 42. Mr. Dorsey's 
firm is a large manufacturer of truck 


bodies and trailers. 
* * * 
Albert F. Chase 
DAYTON, O.—Albert F. Chase, 82, a 
salesman for the three Chevrolet dealer- 
ships here for ey yenan, died Nov. 23. 


David Manset Bullock 
ROCKY MOUNT, N. C.—David Ernest 
Bullock, 68, assistant manager of Bullock 
Auto Sales, Inc., with which he had been 
connected for 20° years, died Nov. 27. 
* * * 
Albert E. Busse 
CHICAGO.—Albert E. Busse, 66, secre- 
tary-treasurer of Busse Motor Sales (Buick), 
Mt. Prospect, Ill., died Nov. 27 in Resur- 
rection Hospital. 
* * * 
E. Weissman 
CHICAGO.—Harry E. Weissman, 63, Chi- 
cago’s first Buick dealer and founder and 
president af South Chicago Buick Co., died 
Nov. 29 at his home. He established his 
dealership in 1920. 
* 


* * 
Alfred J. Springer Sr. 

YORK, Pa.—Alfred J. Springer sr., 
founder of Springer Motors, Inc. (otuse. 
baker), Hanover, Pa., died Nov. 22. The 
firm moved to York in 1956. 

* * * 
Lester J. Pang 

BUFFALO.—Lester J. Pang, 73, veteran 
of the automobile sales business here, died 
Nov. 29. He entered the industry in 1915. 
Mr. Pang was used-car manager for the old 
J. C. Crosby Co., Inc., and was a former 
president of the Automobile Sales Managers 
Assn, of Buffalo. 

* 


* * 
Edward C. MacFayden 
JAMESTOWN, N. Y.—Edward C. Mac- 

Fayden, a 30-year employe of General Mo- 
tors Acceptance Corp., died Nov. 28, He 
was 60. Mr. MacFayden was GMAC branch 
manager here from 1950 until last March 
when he went on leave because of illness. 
He formerly had managed the Erie (Pa.) 
branch. 

* 


* * 
Wells Littlefield 
DENVER.—Wells Littlefield, 69, a past 
president of the Denver Automobile Dealers 


Assn., died at his home here Nov. 26 after 
a long illness, 
* * * 
Floyd A. Root 


LOCKPORT, N. Y.—Floyd A. Root, 68, 
a retired Buffalo auto dealer, died Nov. 
24. He was a partner for 10 years in a 
Nash dealership, first known as Root- 
Torgler and later as Root & Carlin. 

* > * 
Gaines C. Hammond 

GREENWOOD, 8S. C.—Gaines C. Ham- 
mond, 79, who was engaged in the auto 
business with two sons for a number of 


years, died Nov. 24 at Self Memorial 
Hospital. 
* * * 
Neville Lamont Adams 


VIRGINIA BEACH, Va.—Neville La- 
mont Adams, who was associated with 
Ford Motor Co, for 40 years, died Nov. 
23 at his home, He was associated with 
his son, Rhae W. Adams, in the opera- 
tion of Emrhae Ford Motor Co. 

* * * 


Maurice F. Holahan Sr. 
CHICAGO.—Maurice F. Holahan ssr., 
84, who retired as first vice-president of 
International Harvester Co. in 1945, died 


| 
— 


Nov. 19 in Illinois Central Hospital, He 
started with Deering Plow Co. in 1893 
and was with the company when it 
merged with Harvester in 1903. 

* * * 


Sir Kenneth Crossley 


WHITCHURCH, England.—Sir Kenneth 
Crossley, 80, one of Britain’s pioneers in 
the auto industry, died Nov. 22. He was 
chairman of Crossley Motors, Ltd., and 
of Crossley Bros., Ltd. In his younger 
days, he was a big-game hunter and 
sportsman. 

* * * 


George E. Baker 


HOPKINSVILLE, Ky. George E. 
Baker, who opened George E. Baker 
Motor Co. here in 1929, died after an 
illness of five years. 

* * 


Earle S. Alexander 


CHICAGO.—Earle S. Alexander, 57, dis- 
trict sales manager for Ford Motor Co, in 
the Chicago area, died Nov. 29. Prior to 
coming to Chicago in 1955 he had been dis- 
trict sales manager in Houston and Kansas 
City. 


* > * 


Clarence C. Littlejohn 


MEMPHIS.—Clarence C. Littlejohn, 55, 
used-car sales manager for Hull-Dobbs 
here, died Nov. 27 at a Memphis hospital. 
He had been in the hospital since Nov, 18. 

* * * 


George Martin Hughes 

CHARLESTON, 8. C. — George Martin 
Hughes, 65, president of Hughes Motor Co. 
(Mack) and Hughes Transportation Co., 
died Nov. 29 in a Charleston hospital. He 
was also president of Coastal Leasing Co., 
a truck-equipment leasing firm, and vice- 
president of Smith Trucking Co., Mont- 
gomery, Ala. 
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remain open evenings as do the 
domestic outlets. 
i 
ERVICE facilities and parts 
availability are on a par with 
those of domestic dealers and are 
adequate for customers. Service 
rates also compare favorably with 
normal rates elsewhere in the area. 
The hourly rate of $5 applies gen- 
erally. 

The dealer delivery-and-handling 
charge suggested by factory or dis- 
tributor is adhered to by practi- 
cally all dealers. 

The factory warranty prevails. 
A dealer who handles seven im- 
ported makes said the warranty 
is usually for one year, with two 
free inspections—at 1,000 and 4,- 
000 miles. There also is a one- 
year guarantee on parts. 

This dealer said the dealer dis- 
count ranges from 15 to 25 percent, 
depending upon the price of the 
car. 


But all point out that the per-unit 
margin of profit is good, even at 
the lower discounts, because of the 
excellent. condition in which the 
cars are received. 

“Washing and a minimum of 
servicing puts the car in shape for 
delivery—and there is little follow- 
up in corrective servicing,” said 
one dealer. 

+” + * 
was handled in Dallas by 
domestic dealers include Simca, 
Hillman, Triumph and, of course, 
Metropolitan, Vauxhall and Opel. 
The three-state distributor of 
Renault says half of his 28 dealers 
are domestic dealers who are 

dualing with Renault. 

This distributor seeks primarily 
to sign up the domestic dealers be- 
cause he believes they are in better 
position to sell and service the cars 
with their established facilities. 

All dealers are expecting good 
increases in foreign car sales next 
year. Those handling the most pop- 
ular makes say only availability cf 
merchandise will limit their sales 


in 1958. 
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Quit Discounting 
To State Fleets, 
Makers Urged 


ALBANY.—The New York Stay 
Automobile Dealers Assn. lag 
week called upon manufacturers 4 
refuse to sell new vehicles to th 
State at prices below dealer cog 

The association, in wires to ¢ 
top officials of every U. S. make 
said that the State on Dec. 15 wij 
open first bids for 1958 cars. 

“They now circularize cities 
towns, counties, villages, farm 
bureaus, townships, school districts, 
fire departments and many othe 
governing bodies advising them of 
the price they can buy new carn 
for, which is $200 to $300 beloy 
dealer net cost, thereby doing tre. 
mendous damage to our dealers’ 
the association said. 

The association asked the maken 
to refuse to sell to the State, either 
“directly or by subsidy.” 

The dealer group further charged 
that every year the State dump 
approximately 2,000 year-old used 
cars into the market, “thereby dis 
rupting used-car values consider- 
ably.” 

The wire was signed by A 
Bigsbee, association president. 


S. D. Aeon. Honors 


Memory of Goff 


SIOUX FALLS, S. D.—(UTPS)— 
The South Dakota Automobile 
Dealers Assn. has presented to the 
State a plaque and picture honor- 
ing the late Ed S. Goff, who served 
34 years as director of the State 
Motor Vehicle division. 


The presentation was made by 
Henry Billion, of Sioux Falls, pres- 
ident of SDADA. Gov. Joe Foss, 
who once owned a Packard dealer- 
ship in Sioux Falls, spoke at the 
unveiling ceremony. 
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HELP WANTED 


WANTED—USED CAR MANAGER: Man | s,LESMEN—FIVE AUTOMOTIVE SALES- 


who is accustomed to selling 100 used 
cars per month in volume Pontiac deal- 
ership. Complete recondition shop and 
asst. manager to handle wholesale now. 
We need an aggressive man with a suc- 
cessful sales background. We are located 
in the fastest growing metropolitan area 
in Florida. Write full particulars to Box 
7706, c/o Automotive News, Detroit 26. 


SALES MANAGER needed for large dealer- 
ship handling one of the ‘‘Big Three.’’ 
Must be able to take full charge of sales 
department and produce results. Please 
answer fully giving detailed statement of 
experience, Pay scale best in country. 
Our managers made over $30,000 each in 
1957. Your reply will be kept in strictest 
confidence. Our men know of this ad. 
Box 7707, c/o Automotive News, Detroit 
26. 


NEW CAR SALES MANAGER: Capable of 
directing ten man sales force for Pontiac 
dealer in Florida, We are selling 45 cars 
per month average and need to sell 60. 
Must be an aggressive man with his 
future in front of him. Salary and 
monthly bonus that is second to none in 
automobile business. Write full particu- 
lars to Box 7708, c/o Automotive News, 
Detroit 26. 


TRUCK SALESMEN to handle national 
fleet account and supervise dealers, Free 
to travel. State experience in full and 
salary expected. Box 7709, c/o Automo- 
tive News, Detroit 26. 


GENERAL SALES MANAGER — Volume 
Ford dealership in fastest growing city 
in Virginia with market nearly 500,000 
persons. Yearly new unit potential 1,200 
plus. Must be under 45 and married. 
State education, references, experience 
and photograph. Box 7710, c/o Automo- 
tive News, Detroit 26. 


GENERAL SALES MANAGER for well 
established Chrysler, Plymouth, Imperial 
dealer—Must be experienced, married and 
aggressive. The right man, after proving 
himself, would qualify for a good salary 
plus bonus or percentage of sales profit. 
An ideal community of 30,000. Please 
state age, experience and enclose photo. 
-_ 7711, c/o Automotive News, Detroit 








WORKING FOREMAN to run five man, 
fully equipped body and paint shop. Old 
established new-car dealer in beautiful 
Santa Barbara, Calif. Guaranteed salary 
plus percentage. Write: T. I. Petersen, 
101 State, Santa Barbara, Calif. 





MEN needed by leading jobbers and dis- 
tributors to call om new-car dealers in 
Kentucky, Tennessee, North and South 
Carolina and Georgia. Thousands of parts 
and accessories to sell from easy-to-use 
catalog. Established accounts. Protected 
territory, We prepay freight. We are in- 
terested in a man for each state, who is 
looking for a permanent association with 
high earnings. This is not a nut and boit 
deal, Guaranteed car expenses, salary and 
liberal commissions and bonuses, Experi- 
ence necessary. Send full particulars to 
qualify for personal interview. Box 7712, 
c/o Automotive News, Detroit 26, 


SERVICE MANAGER. Outstanding oppor- 


tunity for aggressive, experienced service 
manager for volume Chevrolet dealer 
located in eastern state. Excellent finan- 
cial setup. Large shop with modern 
equipment, Write Box 7725, c/o Automo- 
tive News, Detroit 26. 


AUTO SERVICE MANAGER: Nash experi- 
ence, Washington-Baltimore zone. All in- 
formation first letter. $125.00 and com- 
mission. Box 7697, c/o Automotive News, 
Detroit 26. 
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GENERAL MANAGER—A capable, mature 
man qualified by 20 years’ experience, 
eight with factory zone sales and twelve 
as a successful dealer of an independent 
line, Thorough knowledge of automobile 
retail business. College educated, now 
employed as general manager—Want op- 
portunity to buy-out of profits with GM 
or Ford dealer who wishes to retire. 
Resume on request. Box 7690, c/o Auto- 
motive News, Detroit 26. 


USED CAR MANAGER — Experienced all 
Phases buying, reconditioning, merchan- 
dising—-With record of results, not ex- 
cuses! Under 35; prefer west or south. 
Can invest. Box 7699, c/o Automotive 
News, Detroit 26, 


POSITION WANTED 


DO YOU NEED AN ASSISTANT in over- 
all management-sales management-crew/ 
fieet selling? Young ex-volume dealer 
‘“‘Big Three,’’ 25 years’ experience, finan- 
cially able to. retire but prefers to work 
and live in either San Francisco area, 
Florida or Phoenix, Arizona, for reasons 
of future retirement desires suitable con- 
nection. Aliso experienced in handling 
imports—economy and sports cars. Avail- 
able for interview during N.A.D.A, con- 
vention, Miami or sooner at your place. 
Wire—Write Box 7713, c/o Automotive 
News, Detroit 26. 


TRUCK MANAGER or sales manager. 
Twenty years’ experience with factory 
branch and large ‘‘Big Two'’ dealer— 
Desire to relocate down south or east. 
Considered top notch truck specialist on 
new and used trucks. Family man with 
good character and references, F can put 
your truck department on volume paying 
basis. Box 7714, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—Are you looking 

for someone to manage your organiza- 
tion, giving you time to relax? Can offer 
over 10 years’ management experience in 
every phase of dealership operation. Thor- 
ough knowledge af new and used sales, 
service and accounting. Presently em- 
ployed by large eastern GM operation. 
Will relocate. Factory and other refer- 
ences on request. Box 7715, c/o Automo- 
tive News, Detroit 26. 


OFFICE MANAGER-Accountant—10 years’ 


diversified GM and Motors Holding dealer 
experience. Age 37. Excellent references. 
Prefer metropolitan dealership, Box 7723, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER—20 years in busi- 
ness, 12 years’ management experience. 
Specialized in sales. Extensive experience 


hiring, training salesmen, Strong on usedf} 
Available} 


cars. Can handle any deal. 
now—Replies confidential. Box 7724, c/o 
Automotive News, Detroit 26. 


IMPORTED CAR-MANAGER past seven 


years highly profitable southern Califor-' 
nia, volume foreign car agency—total o’ 
twenty years’ experience — fluent eve: 
phase of operation, will take over man 
agement of existing agency or superv 
formation of new deal—Also conside 
wholesale representation. Excellent refer 
ences, Box 7704, c/o Automotive News 
Detroit 26. 
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DEALERSHIPS AVAILABLE 


————————— ee 

DEALERSHIP HA NDLING DeSoto- 
Plymouth and small economy car for sale. 
Located in California seaside town with 
40,000 trading area. You will enjoy the 
finest in living conditions, excellent repu- 
tation and customer loyalty. Small parts 
nventory; no accounts receivable. $14,000 
cludes modern equipment, parts, furni- 
ture, used-car building and supplies. 
Favorable lease, Please give qualifications 
and bank reference in first letter. Box 

772 ¢/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING “BIG THREE” 
in a single dealer city of substantial pop- 
ulation available, Profitable in the past 
and still making money. Facilities very 
adequate with low rental. Can be made 
into a volume dealership with local poten- 
tial. Not too far from Detroit. Call 
Midwest 6-7557, Birmingham, Mich, 







——_—— 
DEALERSHIP HANDLING 


ONE OF THE "BIG 3" 
(In Northwest) 


ally no freezing or hot weather. 100 car 
Deed, Parts and equipment—$12,000. Will 
ase modern garage and service station and 
insurance agency on main street at $325, less 
income approximately $150 from oil company 
and insurance premiums. Health, reason for 
gelling. Factory approval necessary. . 
Box 7722, c/o Automotive News, Detroit 26. 


——————————ee 
AUTO AGENCY—Handling Edsel in fast 
growing California community near Los 
Angeles. Approximately $24,000 will han- 


die, Box 7716, c/o Automotive News, 
Detroit 26. 
LARGE DEALERSHIP handling Lincoln- 


Mercury in Chicago, Ideal facilities and 


location, Will sell or lease property. Re-| 


ply Box 7717, c/o Automotive News, 


Detroit 26. 


DEALERSHIP HANDLING LINCOLN, 
MERCURY in southern California. 500 
new cars per year. Parts and equipment 
only—Nothing else to buy. Outright sale 
or buyout. Box 7718, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AVAILABLE 


AGENCY HANDLING RAMBLER — In 
northern New England town, Modern con- 
crete building, ideal corner location— 
Plenty of room, 200 foot frontage on 
main route, Excellent market area, now 
selling 65 a year at good profit with 
little effort. Buy inventory and equipment, 
lease building. No cars, Price $6,500— 
$3,000 down. Must be sold before Janu- 
ary ist. Box 7694, c/o Automotive News, 
Detroit 26. 


AGENCY HANDLING FORD in the heart 
of Florida Citrus Belt for sale at inven- 
tory, approximately $16,000. Trade area 
population approximately 20,000. Dealer- 
ship consists of bookkeeper, two me- 
chanics, bodyman and salesman. Dealer 
retiring. Phone OWen 8-6251, Crescent 
City, Florida, 


METROPOLITAN NEW YORK — Dealer- 
ship handling DeSoto-Plymouth. Best 
location, paying service and parts busi- 
ness. Owner willing to retire. Box 7705, 
c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7593, c/o Automotive 
News, Detroit 26. 


MANUFACTURER’S REPRESENTATIVE 





MANY TERRITORIES OPEN 


Manufacturers’ reps who call on automo- 
tive supply houses only. Lit'l Tote booster 
battery cart for garages, service stations. 
A really useful accessory designed by a 
|} man in the industry for the industry. LIB- 
ERAL COMMISSIONS! Write: 


JOHNSON MOTOR COMPANY 


lowa Falls, lowa 








DEALERSHIP HANDLING PONTIAC- 
CADILLAC available—Located in 
portant industrial section of New York 
state. Profitable service and sales depart- 
ment. Has 200 new car potential, Same 
location for 20 years. 


tive News, Detroit 26. 





Dealership Available 
HANDLING FORD 
New England metropolitan area—High income 


section. Must be qualified by factory. Parts, | 


accessories, equipment, signs, accounts re- 


ceivable. Prompt action advised. 
Box 7726, c/o Automotive News, Detroit 26. 





DEALERSHIP AVAILABLE handling) 


Chevrolet-Oldsmobile. New building and 
all modern equipment. Applicant must be 
approved by Chevrolet. This is a real 
money maker and must be seen to be 
appreciated. Box 7695, c/o Automotive 
News, Detroit 26. 


BiG THREE FRANCHISE in Connecticut. | 


Caplan & Connors Brokers. CHapel 2-7501 
or JAckson 7-2979, Hartford. No reverse 
charges. 





CLASSIFIED WANT ADS 
BRING RESULTS 


im- | 


Owner must sell | 
due to ill health. Box 7719, c/o Automo- | 


DEALER SERVICES —_ 


LOST another new car sale? Did you lose 
the deal by a few dollars? Help yourself 
to your competitors’ costs, ‘‘Auto Costs’’ 
is a complete, concise and accurate book 





containing factory invoice prices of all 
1958 automobiles and equipment. Dis- 
cover how much your competitors’ cars 


really cost and you'll know the kind of 
deal it takes to beat them! Used by auto 
dealers throughout the nation. ‘‘Auto 
Costs’’ is only $10.00 per copy, which in- 
cludes free supplements containing all 
price changes and model revisions that 
occur throughout the model year. Send 
only $10.00 for the ‘58 edition and re- 
ceive free the ‘57 edition. Three year 
| subscription only $18.00. This saves you 
$12.00. Free offer good only while supply 
of '57 books lasts. Auto Costs, Box 224, 
Dept. 1R, New York 1, N. Y. 





Inventory Service 
Buying or Selling a Dealership 
© Buy Right © Sell Right 
Parts—Accessories—Equipment 


se A disinterested certified physical 


inventory will save you money © © 
DON'T GUESS—BE SURE 
| Call or write for service details. 


Automotive Inventory 
Service Co. 


| 10040 Freelond, Detroit 27, Mich., WE 3-6445 





HELP WANTED 





Beechcraft 


REGIONAL MANAGERS 


Beech Aircraft Corporation has positions available for 
men who are now employed by an automobile manu- 
facturer. Previous retail experience not necessary, but 
helpful. The men selected will be Regional Managers in 
key areas of the United States where they will find 
ample opportunities for personal advancement with 
Beechcraft in the rapidly expanding business aircraft 


field. 


parents should be 35 or under, willing to travel, 
relocate, and hold a current pilot's license with at least 
400 hours flying experience. Salary range is $6,000 to 


$9,000. 


Please send a brief resume with recent photo to Roy A. 
Kunz, Executive Employment Division 


BEECH AIRCRAFT CORPORATION 


WICHITA 





1, KANSAS 


POSITION WANTED 

















THE NATION’S 


Can furnish excellent references, married, 


cate. Box 7721, c/o Automotive News, Detroit 26. 


TOP USED CAR 


MANAGER 


available January Ist, 1958. Presently dissolving partnership in top used car volume 
operation. Former successful new car dealer. Extensive sales management, general 
management and foreign car background, operate on daily operating control, bal- 
anced inventories, volume and cost conscious, top buyer and appraiser. Not sontee 
for salary, but a basis commensurate with ability to produce profit 

in a volume association that can net income in high five figures, Weak dealers and 
wishful thinkers do not reply. You and your operation must stand rigid investigation. 


1 Only interest: 


family, 35 years old and willing to relo- 
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DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 





Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis. 


Military Military 
Finance Co. Acceptance C 
502 Tioga Bidg., P. O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif. CApitol 6-268! 


THornwall 5-2275 
“Worldwide Financing for Military 
Personnel” 








CARS FOR SALE 





PLYMOUTHS 


ex-taxis with heater and 
defroster. Very good tires. Some with 
Automatic Transmission and Power 
Steering. 


Four-door 


Don't wait . . . call, wire or write 


CURRY 
CHEVROLET 


3300 Broadway New York City 
Call Bill Curry — ADirondack 4-630! 


1957's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SPECIALS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all with automatic transmission, 
power steering, radio, heater and 
seat covers—Bvicks, Olds and Cads 
with power brakes— 

These are clean low mileage cars 
available for inspectiom in heated 
inside storage at 9 W. Kinzie, 
Chicago. 
For information call, write or 
HERTZ RENT-A-CAR 
9 W. Kinzie 


Chicago, Illinois 
DElaware 7-7272 





wire 


Don Miller 





FOR SALE 
1956 


300 


CHEVROLET 
PLYMOUTH 
TAXI-CABS 


AT YOUR PRICE! 
FIRST COME—FIRST SERVED! 
WIRE, PHONE OR WRITE: 


RUDY STERN 
555 Central Ave. 


Cedarhurst, L. I. LE 2-1482 





WISE BUYERS 
OF FLEET AUTOMOBILES 


buy Oldsmobiles. New ‘58 Oldsmobiles 
ready for immediate delivery. Oldsmo- 
biles are worth more when you sell. For 
a real special fleet deal and real special 
fleet price contact—Story Oldsmobile, 315 
S. Capitol, Lansing, Michigan. Phone: 
IVanhoe 2-1311. 


Buy Them Where They're Built 





CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines. Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 














$50.00 REWARD | 


Disappeared: Known as A, J. Blanche, 165 
Ibs., thin face, thinning blond hair, driving 
1954 Pontiac Star Chief 4-door sedan, blue 
top, light grey bottom. Had special horn on | 
steering column, light connection for trailer | 
in back. 


1957 Colorado License No. 58328 
Motor — Serial No. P8ZA45823 
Reward will be paid for information leading 
to recovery. CALL COLLECT: Martin Shippers 
Supply, Inc., TAbor 5-2375, Denver, Colorado 
or Martin Auto Rental, Inc., TEnnessee 9-3293, 

Philadelphia, Pennsylvania. 





REWARD—RECOVERY OF 1957 Oldsmo- 


bile Fiesta station wagon, serial No. 
578A08617, 1957 Florida license No. 
24W-3786. Man known as: Robert Charlies 
Reenan, M. M. Savage or M. Kingston 
Savage; 39 years old, sandy hair, 175 Ibs. 
No glasses. Phone Collect: Ft. Pierce, 
Florida—651 or 2702. Travels as sales- 
man for self, building repairs or roofing. 
General Finance Corp., 610 Orange Ave., 
Fort Pierce, Florida. 


$100 REWARD 


SKIP: CALLING HIMSELF DONALD LAU- 
RENCE OHMIT—Approximately 40, height 
5° 9"', weight 160 Ibs.. brown hair and blue 
eyes, prominent nose, fair complexion, im- 
maculate dresser, specializing in stocks and 
bonds. Driving a 1956 Cadillac 62 coupe. 


Motor No. 5662110627 


When last seen it was an off-white color bear- 
ing Arizona license No. V1835!. 





| REWARD will be paid for information leading | 


to recovery. CALL COLLECT: Southwestern 
Investment Co., Phoenix, Ariz., at Alpine 
8-896! or ALpine 8-529!. 





$50.00 REWARD any information leading 
to recovery of following automobiles reg- 
istered to: Party calling himself Gregory 
Paviov: 1957 Studebaker Golden Hawk 
M#6101219, Lic.#MZH157. Party calling 
himself Philip Ruthkowski: 1955 Stude- 
baker Commander coupe M#VL796, 
Lic. #MVB627. Party calling himself 
George E. Schmidt: 1951 Packard 4-dr. 
sedan M#J219999, Lic.gHUM734. Con- 
tact Belmont J. Sanchez, 3401 W. 43rd) 
St., Los Angeles. Phone: AX 2-0166. 
ACCESSORIES FOR SALE | 
ELIMINATE COMPETITION! 100 brand 
new automobile air conditioners. Original | 
cartons, 6 and 12 volt. Easily installed. | 


While they last, $49.50. Order today. W. | 
R. Slack, Crown Point, N. Y. | 








CLASSIFIED WANT ADS 
BRING RESULTS 


DECAL TRANSFERS 
TRUCK DECALS; 


31 


no charge for sketch; 


durable, brilliant colors, Write for sam- 


ples. Allied Decals, 
Cleveland 3, Ohio. 


Inc., 





ANTIQUE CARS FOR SALE 


1914 FORD CABRIOLET 
windows, excellent condition. 


(conv.), 


8456 Hough, 


glass 
Best offer 


over $1,000. J. A, White, 23050 Norfolk, 


Detroit 19, Mich, 


MISCELLANEOUS 


BLUE ® CHIP 
TOW - PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.35 Fed. Tox included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


Four Clamp Hook-Up 
DEALERS’ SPECIAL (F.0.B. Factory Net) 


$44.85 Fed. Tax included 


& e 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


REPLACEMENT TRUNK LINING 


Fits Your Used 
OLDS, BUICKS, CADILLACS, PONTIACS 
Accurately Cut, Preci 
inal Type Cloth Over 
To Give You A New | 





Tailored of 
Tole ‘Decking, 
in Minutes. 


All Buick Specials, Centuries, Olds 88 and 


Super 88 


cieuuene $9. 


and Pontiacs except Star Chiefs 


Buick Super and Roadmaster, Olds 98 and 


Pontiac Star Chief 
All Cadillacs 
State Yeor, Make and Model 

Terms: Net. Transportation Prepaid 

TRUNKLINE MANUFACTURING CO. 


209 West Clemens Street 
CUBA CITY WISCONSIN 


Tow Bar Sales Co. 


Exclusive 


Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “> fi% Sus. 
6, il. 


1958 ORDERS BEING PLACED 


All Makes — All Models — All States 


New-car Dealers Interested in Volume Fleet Sales and Service; Contact: 


ROLLINS LEASING CORP. 


14th and Union Streets 


a Ee EE Ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [[] 


Car Dealer [1] 


Jobber [] Insurance [_] 


ms ee ee ee ee ee ee ee ee ee ee ee ee ee 
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If you are a dealer who recognizes the motorist's genuine need for a real 
economy car... your customer's demand for dependable transportation at 
low cost without maintenance headaches ... the growing trend towards 
functional design . . . learn what's behind the growth of BMW ISETTA ‘300'! 
It's a sensational story that's being “talked-up" throughout America... and 
SALES PROVE IT! 


4 cyc. Air Cooled Engine— 
No Anti-freeze needed 


Swing-away front door 
for easy stand-up entrance 


Parks anywhere! 


EXCLUSIVE U.S. DISTRIBUTOR 


FADEX COMMERCIAL CORPORATION 
487 PARK AVENUE, NEW YORK 22, N. Y. - Tel.: Plaza 1-7200 


WEST COAST DEALERS CONTACT 


FADEX WESTERN MOTORS INC. 
COMPLETE SPARE PARTS and SERVICE . . . Coast to Coast 519 W. 15 STREET, LON BEACH, CAL. ~- Tel.: HEMLOCK. 6-3224 








